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Sales of office equipment and supplies to small businesses such as this 


oe 
service station prove extremely profitable to Stanley Peters. See page 14. 0 A V | § 0 \ 
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YOUR TOP BACK-TO-SCHOOL MONEYMAKER 


NOW IS THE TIME TO ORDER 
AMPLE STOCK FROM YOUR 


WHOLESALER _—- 
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ALMOST INVISIBLE GLASS WITHOUT GLARE 
NON-REFLECTIVE UNDER FLUORESCENT-INCANDESCENT OR NATURAL SUN LIGHT 
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THERE IS A PROFITABLE ARRANGEMENT 
ON TRU-SITE 
WITH YOUR LOCAL GLASS DEALER 
WRITE FOR DETAILS 
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CARTERS 


JEWEL TONE 
with FREE’ ‘tiara’ dispiay 


inks 


You've got a red hot three-way money-maker with Carter's 
JEWEL TONE Inks. They're pre-priced at a popular 10¢. 
They're in a sales-winning 1 oz. Demi-Jar. And Carter's 
gives you an eye-catching “Tiara” display. 


Your “Tiara” display also ties you in with Carter's great 
LIFE advertisement on Jewel Tone Inks. “Add Color to Your 
Words” is featured on the “Tiara” and on your LIFE 
window streamer. 


Carter's 10¢ Demi-Jars come in Green, Purple, Per- 
manent Red, Washable Blue and Black, Permanent Blue, 
Black, Blue-Black in 1 and 3 doz. boxes and 6 doz. Starter 
Assortment. 


Don't delay, make more ink sales, order your No. 2243 
Starter Assortment today. 


*Sales building “Tiara”, 
displays 442 doz. ink 
where you displayed 2 
doz. before. FREE with 6 
doz. Starter Assortment 
featuring 42 doz. fast- 
selling Blue and Blue-Black. _ 


Here's “hard sell" in a 
small space...ideal for 
windows... the Carter's 
new | doz. Display. 


Since 1858 specialists in Fine products for Office, School, Home 
and Industry; Carbon Papers; Typewriter Ribbons; Adhesives; 
Stamp Pads and Inks; Duplicator Supplies; Writing, Drawing, and 
Indelible Inks; Eradicators; Artist Colors; Marking Devices and Inks. 
©THE CARTER'’S INK COMPANY, CAMBRIDGE 42, MASSACHUSETTS 

- - - for more details circle 114 on last page 
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READER 


No, you aren’t seeing things. That 
is a service station on the front cover. 

It's just our way of emphasizing that 
the manager of a small business, like 
an automobile service station, should 
always be considered a very good 
potential sale. 

Stanley Peters of Allentown, Pa., is 
building his business on just this type 
of market. His reasons — and _ his 
profitable results — would indicate 
that this area should not be neglected. 
For more details, check the story be- 
ginning on page 14. 

This seems to be Pennsylvania 
month, what with the National Office 
Machine Dealer's Association meeting 
in Pittsburgh the first week in July. 
I'm looking forward to this show, as 
the Houston meeting last year was the 
first official function of our vast in- 
dustry that I attended shortly after 
coming to MODERN STATIONER and 
OFFICE EQUIPMENT DEALER. 

Aside from the benefits derived 
ftom discussions of industry problems 
at these conventions, they provide a 
welcome opportunity to meet personal- 
ly many of the retailers who corres- 
pond during the year. 

Perhaps this is a good time to say 
that your letters are extremely ap- 
preciated. Compliments or criticism — 
they are all read thoroughly, and if the 
answers ate delayed a few days, be- 
cause of pressing editorial duties, I'm 
sure that you will bear with me. 

Continuing on the Pennsylvania 
theme, editors of the office supplies 
trade press were recently hosted by the 


Eberhard Faber Co. at their new plant © | 


and offices in Wilkes-Barre. All of 
Us visiting the plant received quite an 
education in the manufacture of pen- 


cils. And that move from Brooklyn 


must have been quite a project. 
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buy Montag's Christmas Collection for Holiday 











As inspiring as a walk through the 
Louvre, Montag's Christmas Col- 
lection, designed by famous art- 
ists, would grace any gallery. Each 
beautiful box is a real value. Your 
customers will be quick to choose 
Montag's. Order the complete 
line nowl 


1. Especially for the young in heart — 
>| fit ‘Going Dutch” with tulips gayly blooming 

ay pro i Ss see on sheets and inside the envelopes. Blue, 
Grey and Sand. . ... . « .$1,50 ret. 


2. ‘Ile de France''—a glittering box of 
regal stationery with sheets and notes 
fleur de lis embossed in gold and silver, 
Gold or silver lined envelopes.White, Blue 
and Green . « « © « «© © «© $2.00 ret. 


3. Piece de resistance, Montag's ‘'Pega- 
sus."' The box a conversation piece with 
magnificent winged horse design motif. 
The paper is the finest vellum complete 
with letters, envelopes and the new 
Square Elite notes...all white or white 
and blue. . «0 2 0 © © + SOC It, 


4. For the sophisticated correspondent — 
“‘Boutique."’ Decorated letter sheets with 
envelope linings in two matching colors, 
, White, pink, blue ... . . .$2,50 ret. 





5. ‘First Edition'’"— a rare bound volume 
with simulated gold or silver tooling. 
Parchment paper and envelopes lined 
ingoldorsilver. . . .. . + .$1.59 ret. 


6. ‘Fifteenth Century’’ evokes nostalgia. 
Featherlite letter sheets. Envelope linings 
decorated with unusual scroll-pattern. 
White, green, blue. . . . . .$1.50 ret. 


7. For subtle flattery give ‘‘Her Majesty."’ 
Delicately tinted letters bordered in a 
deeper shade and hand-deckled. Match- 
ing notes with new square flap envelopes. 
Uniquely shaped, contrasting linings. 
White, pink and grey . . . . .$1.50 ret. 


8. ‘‘Musicale’’-— short and sweet, four 
harmonious packets of notes in muted 
pastel shades with envelopes to match. 

$1.50 ret. 


9. Fire Bird Tulip" a complete station- 
ery wardrobe beautifully boxed in silver 
and black with transparent tulip design. 
Vellum letter sheets, 2 sizes of notes, 
matching envelopes. White only $3.00 ret. 


10. “Fifi''—an enchanting french poodle 
decorates the letters and identifies the 
box. Matching envelopes. White, pink, 
blue, « «ee 0 0 0 0 co SOO, 





11, ‘Ma Cherie" is an ideal gift box. Origi- 
nal water color captures the romantic mood 
of Paris on box and again on the conven- 
ient Lap Letter tablet. Matching envelopes. 
White only... . . . . + + .$3,00 ret. 


12. As beautiful as a poem —‘‘Lovely as a 
Tree" with featherlite letters in a foil box 
with matching foil lined envelopes. White, 
blue, pink and green.. . . . .$2.00 ret. 





13, Montag's ‘‘Christmas Notes'’ are 
sparkling as a snowflake. White or red with 
contrasting lined envelopes. . .$1,00 ret, 


MONTAG BROS., INC. 
245 N. Highland Ave., N.E. 

Atlanta, Georgia 
Showroom in New York City 
- - - for more details circle 131 on last page 

















Fall Stationery 


An incentive to early fall sta- 
tionery department promotions is a 
grouping of apple-themed stylings in 
the new collection, ““Eaton’s Apples, 
for Today’s Eves.” 

One series in this group is 
Eaton’s Apple Chintz with a 
stylized rosy apple design on glazed 
“chintz” envelope linings. Retail- 
ing for $1.59, the box contains 30 
club-size single sheets and 24 lined 
envelopes. 


Key Drawer 2 


Cushman & Deni- 
son announces the 
introduction of a 
new addition to 
their line of Ke- 
Master Key Filing 
Systems. 

The Ke-Drawer 
indexes keys for 
proper control, 
identifies each of 
them, files them 
neatly and compact- 
ly and provides the complete security for keys that is neces- 
sary. The unit is designed so that its drawer must be down 
and closed before the desk drawer can be shut. 





Date Book 3 


In celebration of the 
10th annual edition of 
its All Occasion Date 
Book, Phillips Publish- 
ers announced that the 
1958 issue contains de- 
luxe features and im- 
provements. 

Besides space for 
date memoranda and 
diary entries, the book 
contains pictures, anecdotes, inspirational prose and poetry. 
Complete with marginal index, it retails for $1. 








Pastel Sticks and Pencils 4 

Now available to Eagle Pencil Co. 

dealers is the new Prismapastel line, 

a complete set of sixty different colors 

in perfectly matching pastelsticks and 
> pastel pencils. 

Actually the colors also correspond 
in item number and color with the es- 
tablished line of Eagle’s Prismacolor 
pencils to complete a triple match. 
48 and 60 colors and in sets of matched 

were gee | grays, 








Foam Rubber Stamp Pad 

Louis Melind Co., manufacturers of 
Justrite Products, has announced the 
development of a new foam rubber 
stamp pad. 

The company considers the stamp 
pad superior in quality to felt pads, 
but states that the price is less. The . ‘ 
case has been rustproofed to increase wearing ability. Bottom of 
the case is the same color as the ink. 








Water Color Kit & 


The “Craft-Glo” Daylight Fluo- 
. rescent Water Color Kit No. 8 is 
the latest product developed by the 
Craftint research laboratory. 
The No. 8 Kit features eight 
semi-moist, half-pans of assorted 
colors that are said to be up to four 
times brighter than ordinary colors. 
The paints are packaged in a sturdy metal box with mixing 
palette lid and brush to retail for 98c. 





”” Ae 
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Playing Cards 

“Moonflower” has been an- 
nounced as the latest design for the 
Kem line of plastic playing cards. 

This design completes the line of 
new card designs planned for this 
year. It features stylized white 
chrysanthemums on a gray tone 
background with either a vermil- 
ion or charcoal green border. Pre- 
viously introduced was the “Ar- 
row” design. 


Nylon Ribbons 8 
The Old Town Corp. has introduced a new Nylon - AF ribbon 
which is a blend of absorbent AF fibers with nylon fabric. 
According to the company, the ribbon combines the superior 
strength of nylon with the controlled re-inking properties of 
the special AF fibers. The ribbon is heat-wrapped in moisture- 
proof cellophane and packed in a sealed tin container. 


New Cellophane Tape 9 


Minnesota Min- 
ing and Manufac- 
turing Co. is now 
offering its new 
“Scotch” tape with 
adhesives on both 
sides in regular 
dispensers to ft 
tailers. 

Coated with dif- 
ferent adhesives on each face which don’t stick together, the 
tape can be used to join things together invisibly. Roll retails 
for 39c. 





(Continued on page 44) 
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PAINT- BY- NUMBER “ for au creat omits 


Your home can now become an enchanting wonderland 
of beautiful paintings. 





OGaUEL 


7 MILLION 
consumers 


will see 
this ad in 
Parents 
Magazine! 
THE IN! 
and 


order 
now! 





($3.25 west of Denver) 


at your dealer 





eecee stationery 
hobby or 


department store! 





Paint-by-number with rich, gorgeous oil colors. Then arrange your own 
tasteful, exquisite art in gallery-groupings..... in your living room..... 
re recreation room..... bedroom..... a A revolutionary 
paint-and-group idea, exclusive with Craftint, the world’s leading manu- 
facturer of numbered-painting sets! 














It’s easy, fun, relaxing, rewarding to paint-and-group with Craftint 
INTERIOR DECORATORS’ KIT! 












Buy one Kit with four 8” x 8” panels (2 square, 2 diamond-shape) 
for an original group. You can then extend this group with companion 
pictures by ordering an 8”x 16" (2 “long look” panels) kit of related subjects. 


Your choice of SIX charming subjects: 


1-OLD SOUTH *3-JAPANESE 5-GLOUCESTER SCENES 
2-DESERT SCENES 4-DOMESTIC BIRDS 6-FRENCH SCENES 

















There are two types of Interior Decorators’ Kits. One contains 





four 8" x 8” outlined, numbered panels. The other, two 8” x 16” 
panels. Every kit contains ready-to-use oil colors, brushes, 
brush cleaner, instructions plus grouping suggestions. 















Interior Decorators’ Picture Frame Kits. Also available in two 
ee decorative semi-scoop Traditional molding or striking Ultra-Modern. 
Both styles of unfinished wood frames can be stained or painted to match your 
decorative scheme. 


THE CRAFTINT MANUFACTURING CO. 
NEW YORK * CLEVELAND «+ CHICAGO 


Main Office: 1615 Collamer Avenue * Cleveland 10, Ohio 









THE CRAFTINT MANUFACTURING CO. 
NEW YORK * CLEVELAND * CHICAGO 


Main Office 
1615 Collamer Avenue * Cleveland 10, Ohio 


Please ship me _......... dozen new assorted 


INTERIOR DECORATORS’ KITS immediately: 


NAME 


COMPANY 2... cccccceccccccscccccccnscceccncscnsesecs 


I ns cab onhesosineteaceckencenaseatecmensaeqranene 


CITY sail iat ca teoess tess chee eiliosa eva aaa 





STATE. 


a eee a 








AA a ESS 
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anew 98¢ 
gift package 
for the 
volume 


' , ~ S 
ALL-RITE PEN, INC., HACKENSACK, N. 
“A pen for every purpose” 


The popular All-Rite retractable pe 
plus the exciting new mechanical pencil plus a bonu 
cartridge of leads in 4 colors plus a handsome acetate 
covered box plus a self-selling display of 12 boxes 


- - - for more details circle 154 on last 

















1. lettel fFOm Washington...ré 


MODERN STATIONER and 
OFFICE EQUIPMENT DEALER 
Washington, D. C. 

June 15, 1957 


A series of hearings on the financing problems of small business has 
been launched by the House Small Business Committee. 





Committee Chairman Wright Patman (D-Tex.) complained that many small 
businessmen were afraid to testify before the committee about their problems 
for fear of drying up the limited amount of credit they could get. 


Some of the complaints that were aired before the committee centered 


around the "tight money" policy of the Federal Reserve Board, which necessi- 
tates high interest rates on loans. 


Another type complaint was that the SBA has set its loan standards so 
high that anyone eligible would also be eligible for a bank loan. 


Bankers had a different sort of view on the small business credit 
situation in testimony before the Senate Banking Committee. Spokesmen for 
the American Bankers Association claimed that banks and other credit insti- 
tutions are meeting all of the financing needs of small business. They 
objected to any extension of SBA's lending functions after the presently 
scheduled expiration date of June 30, 1957. 





Ways for small retailers to meet price-cutting competition are featured 
in a new booklet published by SBA. Entitled "Pricing and Profits in Small 
Stores," the booklet is available free from the Small Business Administration, 


Washington 25, D. C., or any SBA regional office. 





The Government Printing Office has completed a compilation of eleven 
previously issued SBA aids on record keeping, market research, etc. The 
collection, "Management Aids for Small Business--No. 3," is priced 5 cents 
by the Government Printing Office, Washington 25, D. C. 


In order to prevent the forced liquidation or sale of small businesses 
as a result of the sharp estate tax levied when the chief owner dies, Rep. 
Howard Baker (R-Tenn.) is pushing a bill which would allow individuals and 
family corporations to set up a reserve fund for payment of the tax. 


The estate tax fund would be established through the purchase of estate 
tax certificates. Taxpayers buying these would be granted an income tax 
deduction of up to ten percent of taxable income in any one year for the 
purchases, Baker also made provision in his bill for the payment of the 
estate tax in ten annual installments after the owner's death. Plan was 
recommended by President's Cabinet Committee on Small Business also. 





Rising business activity for the balance of the year was predicted by 
Commerce Secretary Sinclair Weeks after listening to the views of his blue- 
chip Business Advisory Council. 





"This meeting has strengthened my opinion that 1957 will be somewhat 
better than last year," the Secretary told newsmen. "There will be no great 
bulge as in 1956, but the second half of 1957 will be better than the first." 


The consensus of the 100 top corporation executives composing the Businesg’ 
Advisory Council was that a continuing slow rise in prices can be expected ag 
a result of increasing wages and other costs. They also felt that the profit- 
squeeze will continue, making it difficult to keep prices stable. 


The general business optimism expressed was apparently based on con- 
tinuing increases in personal income of consumers, higher increases in all 
commercial construction, and prospective higher federal expenditures. 


Strong oposition to the pending proposal for a further increase in rail 
freight rates has been expressed to the Interstate Commerce Commission by 
the American Retail Federation. 








The Federation also opposed the petition of the freight forwarders, who 
are also seeking a substantial increase in their rates. Granting the fore- 
warder petition, the retailer group declared, would “have a tendency to raise 
retail prices and add further fuel to the fires of inflation." 


The Retail Federation charged that the railroads are doing their best 
to try to abandon shipments of less than carload lots, the freight category 
most affecting the retail industry. Setting such rates at reasonable levels 
would bring back to the railroads much of the freight business they have 
lost to trucks, the Federation contended. 


A long-range program for tax reductions was proposed by the National 
Small Business Men's Association at its annual conference in Washington. 





For the corporate tax, the group recommended a cut of five percentage 
points in the first year and of three points in each of the following three 
years, dropping to a maximum of 38 percent at the end of the four-year periods 


A five-year program for reduction of the individual income tax was 
proposed. The association suggested a reduction of the tax whereby the 
progressive element of the tax rates above the initial 20 percent would 


be cut by 10 percent annually, reducing the top rate to 55.5 percent at 
the end of five years. 


Under the association program, the present selective excise system 
would be replaced by a uniform excise on all products at a rate high 
enough to provide at least 25 percent of the Treasury's revenues. 


WASHINGTON BUREAU 
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YOUR EMPLOYEES AND PUBLIC RELATIONS 


f course, you are aware of the 
importance of efficient employees. 
And, like most stationery and office 
equipment dealers, you probably have 
devoted many hours training personnel. 
But, have you perhaps overlooked a 
second, equally vital service they can 
perform ? 

Each employee, consciously or un- 
consciously, should be a public rela- 
tions ambassador — a builder of pres- 
tige for your organization. If you arm 
him correctly with the proper facts and 
impressions, he can do a good job of 
spreading your firm’s name. 

A famed industrial public relations 
director used to boast that his was the 
largest department in a rather sizeabl: 
manufacturing operation. When chal- 
lenged on this statement, he would 
explain that every employee in the 
plant was in “‘my department.” 

Even though this application was 

in an indusrial plant, the significance 
of this thought is even more important 
in the retail field where fewer em- 
ployees must provide public relations 
contacts. 
What can you do to guide an em- 
ployee in becoming a most efficient 
builder of good will for your organiza- 
tion? Here are some suggestions for 
you to consider: 

1. Show interest in his social activi- 
ties. The interest of the “‘boss”’ is 
invaribly reported back to the 
social group of the employee. 

2. Lend financial support to his pro- 
jects. Again the employee's social 
and civic groups will become 
aware of your activity and your 
company. 

. Let him know of your social and 
civic activities. A prominent 
“boss” is a source of pride for 
the employees. 


MODERN STATIONER, JULY, 1957 


4. Provide badges of recognition for 
your employees. Whether they are 
pins, automobile stickers, house- 
hold stickers, or ordinary wallet- 
sized cards, some identification 
which signals an association with 
your company builds good pub- 
lic reaction. As it is unimportant 
what form the badge of recogni- 
tion takes, it is also unimportant 
for the purpose of this discussion 
why it is awarded. It can be for 
service, special accomplishments, 
or just for belonging to your 
“team.” 

. Keep the employees informed as 
to the reasons for policies, and, 
as far as possible, as to the status 
of the business. Pride in a com- 
pany is based on satisfaction. Dis- 
satisfaction is based on lack of 
accurate information. 

. Make the names of your em- 
ployees part of your social con- 
versations. By this method you 
signal pride in those that work 
for you and open the door to new 
conversations by your employees 
with the persons to whom you 
have mentioned their names. 

Through these suggestions — and 

many others — you can stimulate con- 
versations among your employees and 
their friends about your organization, 
and you can provide your employees 
the necessary information and favor- 
able impressions to use in these con- 
versations. The result will be good 
will for your company. 

Don’t try to be a one-man public re- 


lations department. Your employees are 
affecting your public relations, too, 
whether you like it or not, so take the 
necessary action to see that the effect 
is beneficial to your organization. 

A very good eastern dealer friend of 
mine is an outstanding example of a 
business man who is not providing 
his employees the opportunity to carry 
good public relations activity away 
from the store. 

As an individual this dealer is a 
stand-out. He is active in a multitude 
of civic projects, heads a luncheon 
club, is an active church member and 
popular in local sports circles. He is, of 
course, a great ambassador of good will 
for his own business. But, what of his 
employees ? 

Other than what they read in the 
newspapers they know nothing of his 
activities. They are well treated and 
happy enough, but they seldom have 
occasion to mention the store because 
their activities are not associated with 
it. Their social groups never hear of 
the “boss” or the store. In turn, he 
never knows of their achievements. 

He is a brilliant one-man public 
relations department; but, the total re- 
lations of his business with the public 
are not as sound as they could be. 

If you can use added good will and 
prestige for your company, don’t over- 
look the public relations aid your em- 
ployees can give to you. Give them the 
right tools — information about you 
and the opportunities to pass on this 
information — and your public re- 
lations standing will be expanded. 
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\/ the complete attention of Stanley 





are jus 
F. Peters because he finds them attentio 
more profitable and a basis for build. Resultir 
ing his future business. nessmcl 
“There are many reasons why | allows 
like to cater to small businesses,” gin. 
explains the owner of Stanley F, Anot 
Peters, Inc., Allentown, Pa., “fore. confirm 
most of which is the ability to see | , small 
three or four small business pros- pend U 
pects in the time that I would ordj- is conti 
narily only to be able to see one of a man fi 
larger corporation. I don’t have to ments. 
make appointments or have my pres- around 
ence announced. I just walk right usually 
in. Naturally, the more prospects any su] 
that a salesman can see, the greater that he 
is his opportunity of selling.” second 
As an added inducement, he finds to buil 
that they are not as price-conscious lowing 
Maintenance of individual sales records is sometimes difficult in a service station. Salesman as larger customers. The latter are Amc 
Stanley F. Peters demonstrates the advantages of a calculator-register in determining proper always looking for quantity discount acsses 
profit and loss allocation to different types of sales. 
the se 
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OFFICE EQUIPMENT SALES |::: 
He 
selling 
o = equipr 
To Small Business Is Profitable |‘: 
writer 
has be 
With small business accounting for a major portion of the business in sell 
world, the office equipment dealer may be overlooking extremely aay 


profitable sales if he directs his efforts to larger companies only 


Demonstrating to a prospect the ease with 
which the amount of a check can be raised, 
Mr. Peters indirectly stresses the value of a 
check writer to avoid such check frauds 
against small business. 
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prices while the smaller businessmen 
are just satisfied with the personal 
attention a salesman can give them. 
Resulting sales made to smaller busi- 
nessmen are at full markup which 
allows a very favorable profit mar- 
gin. 

Another very important point, 
confirmed by Mr. Peters, is that once 
a smaller businessman comes to de- 
pend upon a certain salesman, he 
is continuously looking to that sales- 
man for all of his office require- 
ments. Whether the salesman comes 
around or not, that customer will 
usually telephone the salesman for 
any supplies or any stationery items 
that he may need without giving it a 
second thought. As a result, it helps 
to build up a steady business fol- 
lowing. 

Among many of the smaller busi- 
nesses that Mr. Peters caters to, are 
the service stations. Hundreds of 
them dot the highways and Mr. Pet- 
ers seldom passes up one when go- 
ing by. In fact, he feels that every 
time he passes by a service station, 
he is actually passing up a prospec- 
tive customer. 

He has been very successful in 
selling three important pieces of 
equipment to these customers. These 
items are filing cabinets, check 
writers and cash registers. Mr. Peters 
has better than a 50 percent average 
in selling these office needs to these 
prospects, and he feels that the bal- 
ance of them will be prospects in 
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the near future. Once the items are 
brought to the attention of the pros- 
pects, they take a different view of 
them and often will eventually buy 
them. For the present, he is satisfied 
with a better than 50 percent sales 
record. 

“Every time I walk into a service 
station, I take a quick glance around 
to see if any of these three items 
are present,” the dealer explained. 
“If any one or all three of these 
items are not in view, I know that 
this prospect may be a definite cus- 
tomer for one or all three of these 
pieces of equipment.” 

Service station operators as well 
as other small businessmen, are 
plagued with stacks of material in- 
cluding bills, invoices, statements 
and illustrative folders that they 
need for their own purposes or 
those of their customers. Usually 
this material is piled in stacks in a 
convenient corner. As a result, Mr. 
Peters finds the small businessman 
to be an exceptionally good prospect 
for filing cabinets. 

“What I try to do is set up a sim- 
ple filing system for the prospect,” 
stated Mr. Peters. ‘I show the pros- 
pect how easy it would be for him 
to find bills, literature, statements 
and other paper work that he needs 
in the proper operation of his busi- 
ness, yet spending little time in do- 
ing so. Once I show him how simple 
it is to file these papers and to be 
able to lay his hands on them when 





he needs them, the sale of the filing 
cabinet naturally follows.” 

He demonstrates to each customer 
the filing system that is best suited 
to the situation. In some cases, he 
may set up a filing system that runs 
alphabetically. In other cases, he 
may run it by customer name or by 
source of purchase. And, in still 
other cases, he can file papers by 
certain sequence or by brand names. 

Sometimes it is necessary to spend 
two or three hours with a pros- 
pect in helping him to organize a 
filing system, which he considers 
time well worth while. 

The four-drawer filing cabinet is 
the most popular unit that Mr. 
Peters sells to his customers. For 
service stations, he has found that 
the filing cabinet that has a combina- 
tion lock drawer is a great favorite. 
This drawer permits the service sta- 
tion operator to keep his checkbooks, 
cash and other valuable material safe- 
ly locked up when not in use. As 
every service station has a need for 
a locked compartment of some type 
or another, this type of file sells 
well. 

In the state of Pennsylvania, for 
example, all service station operators 
must keep the inspection stickers 
for automobiles locked up unless 
they are in actual use. Service sta- 
tion operators have found that the 
locked drawer of a four-drawer fil- 
ing cabinet is excellent for this par- 
ticular purpose. Mr. Peters brings 
this out to his service station pros- 
pects, and this has been a deciding 
factor in many cases in helping him 
to sell a high quality filing cabinet. 

Check writers also play a very im- 
portant part in Mr. Peters’ sales to 
small businessmen, and he has a 
unique way of promoting the sale 

(Continued on page 49) 


An independent service mechanic working in 
space furnished at the company is handed a 
service order by Stanley F. Peters, Allentown 
office equipment dealer. Mr. Peters acts as 
the middleman to provide the service at low 
cost to his customers. 
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BRAINSTORMING: 


a group technique to 


obtain the interaction of thinking in order to 
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pool collective ideas to solve a problem 


WHY NOT HOLD 
AN IDEA SESSION 


The old adage “two heads are better than one” is especially 
true when problems arise concerning sales to other business- 
men. One method of obtaining a greater number of ideas is to 
use part of your sales meeting for a “brainstorming” session 


By C. £. "Chuck" Lapp, Ph. D. 
Consulting Editor, MODERN STATIONER 


 eagenese< as an idea-genera- 
ing technique has been around 
for years, but only in the last three 
years has it been popularized in the 
general business world. 

The idea of brainstorming, which 
has proved so successful to advertis- 
ing agencies, and later to large man- 
ufacturers, can be applied with 
equally good results to the stationery 
and office equipment dealer. The 
advantage of multiple ideas to solve 
a problem can not be overlooked. 

Interest in brainstorming was 
stimulated by Alex F. Osborn, an 
advertising executive of Batten, Bar- 
ton, Durstine and Osborn, where it 
has been used successfully since 1939. 
The idea of getting ideas by means 
of “controlled bull sessions” was in- 
troduced more formally in a book 
by Mr. Osborn entitled, “Applied 
Imagination.” 
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To obtain the best results for 
your business by this method of 
generating creativity, a good amount 
of cooperation by all concerned is 
necessary. A group brought together 
for a brainstorm session should be 
thoroughly indoctrinated in the rules 
to follow. A part of the success of 
brainstorming comes about because 
of the rules and part because the 
participants at such sessions know 
what is expected of them. (Which 
might not always be the case at all 
sales meetings and conferences un- 
fortunately). 

Alex Osborn set forth the follow- 
ing simple rules which should be 
carefully explained to participants 
by the brainstorm leader: 

(1) Judicial judgment is ruled 
out. Criticism of ideas must be with- 
held to later. 

(2) Free-wheeling is welcomed. 


The wilder the idea, the better: it js 
easier to tame down than to think 
up. 
(3) Quantity is wanted. The 
greater the number of ideas, the 
more the likelihood of winners. 

(4) Combination and improve. 
ment are sought. In addition to 
contributing ideas of their own, par- 
ticipants should suggest how ideas 
of others can be turned into better 
ideas; or how two or more ideas can 
be joined into still another idea. 

Each group leader should put the 
above guides in his own words be. 
cause a brainstorm session should 
always be informal. Here is how one 
brainstorm leader interpreted the 
first rule given above (no judicial 
judgement) : 

“If you try to get hot and cold 
water out of the same faucet at the 
same time, you can't turn on either 
cold enough criticism or hot enough 
ideas. So lets stick solely to ideas— 
Ict’s cut out all criticism during this 
session.” 

Another brainstorm leader success. 
fully indoctrinated his group on the 
first rule by saying, 

“Now during this session we won't 
have any “killer words,” “killer 
phrases,” or ‘killer sentences’ — our 
purpose today is to stimulate ideas 
not evaluate them.” 

Another leader varied the rules 
to obtain participation by everyone. 
He instituted the rule that anyone 
who did not participate would have 
to put a dollar in a kitty to be used 
for entertainment purposes. Also, 
this leader made a penalty of a 
dollar to be levied on those who 
used a killer phrase. 

Typical brainstorm sessions will 
be most successful when at least 
eight people are participating and 
no more than twenty-five. Most cx- 
ecutives who have used the brain- 
storm technique and who have ex- 
perimented with different numbers 
feel that twelve to fifteen usually 
have been most successful. 

The topic to be brainstormed 
should be specific. For example, 
“How to Buy and Market a Prod- 
uct” is too broad. Limiting a ses 
sion to buying and one to selling 
will be more fruitful of ideas. Even 
the topic, how to market a product, 
will usually be far too broad. Such 
narrow, specific subjects as: how to 
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reduce expenses, how to improve the 
product line, how to establish better 
relationships with customers, how to 
increase the size of orders, will bring 
forth better and more pertinent ideas. 

Controversial subjects such as: 
should direct mail advertising be elim- 
inated, should technical staff service 
salesmen be added to the sales force, 
should the number of salesmen be in- 
creased, are not phrased properly or 
effective for brainstorming. 

After a simple, specific problem has 
been selected for a brainstorm session, 
prepare a short brief of the problem. 
In this brief, state the problem in sim- 
ple terms and give any highlights that 
may have a bearing as background on 
the problem. Write out two or three 
simple suggestions which exemplify 
the type you want to get out of a 
brainstorm session. Send the brief to 
the selected participants a few days 
prior to the meeting. 

The brainstorm session should be 
held under not only favorable physical 
arrangements, but also held at a time 
when the participants are alert and 
thinking. This ideal time may vary 
with different groups. However, it is 
always a good idea to have at least a 
brief break of about five minutes if a 
brainstorm session is to follow some- 
thing else as a part of a meeting. A 
brainstorm session thus offers a means 
by which change of pace can be pro- 
vided in longer meetings. The session, 
then, may be used to overcome low 
interest times during a meeting which 
often occurs in the middle of the 
morning, middle of the afternoon, or 
at the end of a meeting. 

The best seating arrangement is 
around a square, oblong or triangular 
table. The worst for brainstorming 
is the old-fashioned school room ar- 
tangement. The conference leader 
should be in full view of all partici- 
pants. No participant should speak 
until recognized by the leader. They 
should not be required to stand as it 
would slow down the chain reaction 
of ideas provoked by the brainstorm- 
ing technique. 

You find after experimenting about 
how long ideas from any specific 
group will keep coming. With sales- 
men and employees brainstorming ses- 
sions usually will be idea producing 
for fifteen to twenty minutes. 

The most common means of record- 
ing ideas is for the brainstorm leader 
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to appoint someone to write them 
down as they are given. If a group 
reacts “‘bing-bing” with ideas, (as you 
hope they will), then it may be well 
to appoint two recorders — each tak- 
ing down every other idea. An al- 
ternative means of recording the ideas 
suggested is by means of a tape or 
wire recorder. 

Another variation in brainstorming 
to stimulate ideas is to provide for 
competition. If you have equal num- 
bers of men and women, pit them 
against each other. Also you may want 
to divide the group into two teams on 
some other basis. Another means of 
stimulating the group is to emphasize 
as the brainstorm leader the time limi- 
tation and the minimum number of 
ideas the group should come up with. 

Remember a brainstorming session 


is a means to get a quantity of ideas. 
The evaluation of the quality of the 
ideas comes after the session. The 
method has been tested against almost 
every conceivable method of generat- 
ing ideas and every test has showed 
the superiority of brainstorming. Ideas 
are obtained more quickly and greater 
in number. Also in almost every test 
the quality of ideas developed through 
brainstorming has been higher. 

Brainstorming has another distinct 
advantage of providing for an upward 
flow of creative ideas without in the 
least committing management to their 
use. Then, too, brainstorming gets 
employees in the habit of thinking. It 
is one way to get across to salesmen 
and other employees that they are not 
only being paid to work, but also be- 
ing paid to think. 
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SEVEN POINTS 
TO SALES SUCCESS 


Those companies most successful in marketing products are giving 


consideration to the following seven points: 
- 


Finding the proper mix of personal selling, advertising, sales 
promotion and publicity. It is not only how much is spent on 
these four activities, but also the proportion that is spent on each 
activity to make the greatest impact that must be considered. 


. Organizing and allocating manpower to obtain the greatest return 


for money and effort expended. Forward looking companies have 
balanced their unbalanced board of directors by putting marketing 
experts on their board to sit along with tax, financial and legal 
experts. 


. Applying scientific tools to obtain facts upon which to make 


decisions. One important tool is distribution cost analysis by 
means of which the profit made by product or product line, cus- 
tomer type, channel of distribution or order size can be deter- 
mined. 


. Forecasting sales by considering first what the industry will sell, 


competitive actions, business conditions, impact of changes in 
policy before past sales and then adjusting such interacting 
factors to a realistic profit objective. 


. Finding ways to find salesmen by summer recruiting, hiring older 


men, hiring women, and encouraging employment of pre-service 
men who will return after serving in the armed forces. 


. Training salesmen so that they will be able to self-evaluate, 


self-discipline and self-motivate. Such training must be viewed 
as an investment rather than an expense. 

Integrating the entire marketing program around a sales budget. 
The marketing manager of today must be two-eyed, not one-eyed 


watching only current results but with the other eye on the future if 
he is to continue creating ideas and formulating opinions. 





















































Essential problems and solutions will be precedes 





thoroughly reviewed in Panel Discussions Featui 
during the 1957 convention and exhibition will be 
of the National Office Machine Dealers As- and pre 
sociation in Pittsburgh beginning on June 30 Jansen’s 
activities 

the ecor 

W ith electric typewrit- As it 
ers becoming stand- trends i 

ard equipment in many of- that he 
fices throughout the na- Jansen's 
tion, the National Office will tak 
Machine Dealers Associa- The | 
tion will present a panel on Tue: 
discussion on the electric ing lun 
machine to convention ¥ new bo 
delegates at the Pittsburgh - Ani 
meeting, June 30 to July 3. ip _ presenti 
This clinic, for the pur- ™ i on the 
pose of clarifying many this yea 


Randazzo 


points which presently K. Kee 
puzzle dealers, will be directed by former NOMDA presi- (The 
dent Robert Randazzo. He will be assisted by Alfred Fox- Califor 


croft, a specialist with this type of equipment, who will Jacksor 
present generalized material. The panel will consist of A b 
dealers representing each American make of electric type- will be 
writer. 


Various questions, including how to buy, how to sell, 
how to service and repair will be given a thorough airing. 








Prior to the electric typewriter panel on Monday, July 
1, the delegates will attend a panel discussion on cash 
registers in the morning. Jack Burton of Pittsburgh will The 
preside at this meeting. the co 
Other panel discussions to follow on the succeeding has b 
days are a duplicator panel, a bookkeeping panel with advant 
immediate past president David Silvers of New York NO 
presiding, and an advertising panel guided by N. Dean os ag 


Leininger, South Bend, Ind. Dinne 
munit 
Sherat 


A board of directors meeting on Sunday, June 30, 


Pictured together is the official family of the National Office Machine Dealers Association. 
Left to right are President D. L. Keeney, Jr., Dallas, Texas; Harold Steinke, Upper Darby, Pa. 
Ist vice president; William Simpkins, St. Louis, Mo., 2nd vice president; Harry Van Zant, Dayton, 
Ohio, treasurer; Charles Meyers, Miami, Fla., secretary; Charles Krause, Jr., New York City, 
general counsel; and Harold Mann, Los Angeles, Executive secretary. 
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recedes the business meeting of the 1957 convention. 

Featured speaker at the opening luncheon on Monday 
will be Carl Jansen, one of the nation’s top industrialists 
and president of the Dravo Corp. of Pittsburgh. Mr. 
jansen’s corporation has a diversification of manufacturing 
xtivities which enables him to have a broad background of 
the economic and business makeup of the nation. 

As it is his business to keep his finger on the pulse of 
trends in the world’s economy, it is from this viewpoint 
that he will speak to the convention. Following Mr. 
Jansen’s speech, the first business session of the members 
will take place. 

The NOMDA awards and idea board will be displayed 
on Tuesday morning. Then at the business meeting follow- 
ing lunch, the presentation of awards will take place. The 
new board of directors will meet later in the afternoon. 

An item of major importance to NOMDA members — 
presentation of prizes for the membership contest — is 
on the agenda for Wednesday afternoon. The competition 
this year was extremely strong with NOMDA president D. 
K. Keeney setting a goal of 2,000 members by Pittsburgh. 
(The latest report at presstime revealed that Southern 
California OMDA was ahead in the race for the Liston 
Jackson Trophy. ) 

A board of directors meeting at 4:30 p.m. Wednesday 
will be the final business session of the convention. 


SOCIAL ACTIVITIES 


The opportunity for office machine dealers throughout 
the country to meet socially at the Pittsburgh convention 
has been seized by convention planners to the fullest 
advantage of all in attendance. 

NOMDA'’s big jamboree will be held on Monday even- 
ing at the Colonial Manor, fifteen miles from Pittsburgh. 
Dinner, a show and dancing will be concluded by com- 
munity singing around a fire. Buses will leave the Penn- 
Sheraton Hotel at 6 p.m. 





One major advantage of a national convention is the opportunity to converse with dealers 
from all parts of the country. Here, left to right, E. Pfitzenmaier, Ardmore, Pa.; Herb 
Toussaint, Camden, N. J.; and Ray C. Fortenberry, Phoenix, Ariz., discuss their various 


problems. 
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As an added attraction to NOMDA delegates, 
Haskell of Pittsburgh has arranged for guided 
tours through its plant during the 1957 Na- 
tional Office Machine Dealers Association 
convention June 30 to July 3. Invitations have 


been mailed to the trade requesting delegates 
to check at Haskell’s NOMDA exhibit, Booth 
13, where transportation will be provided. 











C. Elmer Anderson of Pasadena, Calif., will preside 
at the final function of this 32nd meeting of office 
machine dealers — the banquet and dance on Wednesday 
evening. 


FOR THE LADIES 


A complete round of activities has been prepared for 
the ladies during the convention. Morning, noontime, 
afternoon and evening affairs are on the agenda to round 
out what is planned as the busiest days of their lives. 

Monday morning at 9:30 a.m. a special ladies panel 
discussion will start the activities. At 3 p.m. on the same 
day the ladies will get together for a tea. Then they will 
join the men for the dinner, show and dance at the Colonial 
Manor. 

After another panel discussion on Tuesday, the ladies 
will meet for a special luncheon. This will be followed by 
a sightseeing tour of Pittsburgh. When they meet for their 
final business session on Wednesday morning, the Women 
of NOMDA will elect officers for the coming year. 

A special tour of the H. J. Heinz Co. plant has been 
arranged for the ladies on Wednesday afternoon. That 
evening they will participate in the concluding banquet and 
dance. 





2 


NOMDA Executive Secretary Harold Mann opens 
one of thé panel discussions at the 1956 meeting 
of the association. Pictured at the left is Cyril 
Godwin, Dallas, Texas. 
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9:00 A.M. 
10:00 A.M. 
10:00 A.M. 


1:30 


9:00 
9:00 
9:30 


9:30 
12:30 


3:00 
6:00 


9:00 
9:00 


9:30 


P.M. 


A.M. 
A.M. 
A.M. 


A.M. 


P.M. 


P.M. 
P.M. 


A.M. 
A.M. 


A.M. 


CONVENTION PROGRAM 


SUNDAY JUNE 30TH 
Manufacturer registration opens 
Dealer registration opens 
Exhibits open — 17th floor of the Penn- 
Sheraton 
Board of Directors meeting 


MONDAY JULY 1ST 
Exhibits open 
Registration continues 
Cash Register panel — Jack Burton, Pitts- 
burgh, presiding 
Ladiés panel discussion 
Luncheon in the Pittsburgh Room 
Special speaker, Carl Jansen, President of 
the Dravo Corp., Pittsburgh 
Business session of members 
Electric Typewriter panel — 
Randazzo, presiding 
Ladies get-acquainted tea 
Buses leave for Colonial Manor dinner, 
show, dance, community singing 


Robert 


TUESDAY JULY 2ND 
Exhibits open 
Display of NOMDA Awards and Idea 
board 
Duplicator panel 


9:30 
12:00 


12:30 


4:30 
6:00 


9:00 
9:00 


9:00 


9:30 


9:30 


12:30 


1:00 


4:30 
7:00 


A.M. 


Ladies panel discussions 


Noon Ladies luncheon and sightseeing tour of 


P.M. 


P.M. 
P.M. 


A.M. 
A.M. 


A.M. 


A.M. 


A.M. 


P.M. 


Pittsburgh 

Luncheon in the Pittsburgh Room 
Members business session 
Presentation of awards 

Panel discussion 

New Board of Directors meeting 
to 9:00 P.M. Exhibits open 


WEDNESDAY JULY 3RD 

Exhibits open 

President's Breakfast for presidents and 
secretaries of associations 

Display of Ideal Board and Awards con- 
tinued 

Bookkeeping panel, David Silvers presid- 
ing 

Ladies panel discussion and election of 
officers for 1957-58 

Luncheon in the Pittsburgh Room 
Presentation of prizes for membership con- 
test 

Advertising panel, Dean Leininger presid- 
ing 


and 1:30 P.M. Ladies tour of H. J. Heinz Co. 


P.M. 
P.M. 


plant 

Board of Directors meeting 

Banquet and dance — C. Elmer Anderson, 
presiding 














OFFICE INTERIORS FEATURED 


20 





pee planning, promotion and 
production precluded the chance 
for anything but success at the Panor- 
ama of Office Interiors presented by 
the Ivan Allen Co. of Atlanta, Ga. 

The development of office planning 
services through the years led to the 
name selected for this dealer’s busi- 
ness equipment show. Panorama of 
Office Interiors or POI is an out- 
cropping of Panoramic Presentation, a 
phrase coined previously to name the 
company’s method of “‘package’’ sell- 
ing of office equipment and interior 
furnishings. 

From this phrase came Panoramic 
Office Planning, a name that will be 
permanent with the organization for 
a long time to come. 


Several months were allowed for 
the planning in order to develop a 
completely different approach for the 
show. Miss Peggy Baker, advertising 
manager, stated, “We felt the indus- 
try was ripe for something entirely 
fresh, and that our customers deserved 
a real ‘show of shows.’ So we utilized 
the talents of our entire merchandising 
group, decorators, salesmen and top 
management to work out the over-all 
planning and detailing of every phase 
of POI.” 

Six thousand invitations were mailed 
to the listed accounts, all architects in 
the state, BOMA, NOMA and NSA 
members and contractors. As POI was 
held during the week of the NSOEA 
4th District meeting in St. Petersburg, 
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Windows facing downtown Pryor St. were readied for POI by the 
selection of items of unusual shape, texture and color to serve as eye- 


catching invitations for passers-by. 


IN IVAN ALLEN’S PANORAMA 


the Ivan Allen Co. invited manufac- 
turers and other dealers to attend also. 

An unusual type of format was used 
in developing a special 4-page news- 
paper section. Instead of blocking up 
manufacturers’ ads in the usual way, 
illustrations and brief copy were set 
to give customers a preview of POI 
and show them the scope of the lines 
and services offered. All art was done 
in a sketchy manner with the items 
put into tour basic categories — recep- 
tion areas, executive areas, conference 
areas and general office areas. The 
last grouping included _ protective 
equipment and Panorama on a Shoe- 
string, a section devoted to budget- 
priced lines. 

Reprints of this section were dis- 
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Office Interiors. 


tributed to POI visitors, and the bal- 
ance are being used by Ivan Allen 
salesmen making equipment presenta- 
tions and calls. 

Round-robin sales clinics were used 
to prepare the sales personnel for the 
three days of POI. An opportunity was 
afforded manufacturers to discuss their 
lines with each sales person. 

In reviewing the promotion, Miss 
Baker said, ‘By combining our talents 
and utilizing the facilities our manu- 
facturers provide, we were able to 
come up with a success in the Panorama 
of Office Interiors — a tribute to the 
progress that our industry is making 
when dealers and manufacturers join 
together in a project of mutual benefit. 


Atlanta's Mayor, Bill Hartsfield, left, and Ivan 


This furniture display area, designed by Ken White, and polished to 
the nth degree, awaits the guests of Ivan Allen's first Panorama of 




































Allen, Jr. share Miss Nell McDuffie's enthus- 
iasm as she receives the award at Ivan 
Allen's annual Secretary of the Year Award 
Dinner. This is a perpetual award given on 
a merit system through the Atlanta Chapter 
of the NSA. 


Ed Carithers of the Ivan Allen Co. shows two 
lovely guests a new furniture line. Originally 
the company had planned to assign sales- 
men to specific displays during the three 
days, but it was soon felt that it would be 
of greater benefit to have them conduct 
groups through the entire display. In this 
way traffic flow was controlled and each 
salesman explained practically all lines. 
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icé Suppl 


hee eqn of an expansion pro- 
gram was achieved recently when 
the Leaksville, N. C. News celebrat- 
ed the grand opening of its modern- 
ized self-service office supply store. 

The new quarters were designed 
to give the Tri-City area a complete 
and modern office supply store. Pre- 
viously the division was housed in 
cramped quarters in a section of the 
newspaper office. 

Richard Robertson, manager and 
buyer of the store, visited several 
other stores to obtain the latest in- 
formation on design and merchandis- 
ing. Floor plans of many. other 
buildings were examined before the 
architects completed the final design. 
The fireproof brick and concrete ad- 
dition to the main building (which 
is nine years old) increased the floor 
space more than 50 per cent. 

The office supply sales-showroom 
measures 24 by 40 feet and is fin- 
ished in a soft green background. 
Plate glass windows extend across 
the full width of the store to effect 
a complete display of the show 
area. Merchandise fixtures by Bul- 
man are in black and gray. Fluor- 
escent canopy lighting aids in focus- 
ing attention on the merchandise. 

Customers entering the store are 
greeted by receptionists at the cash- 
ier's station. Another “supermarket 
fixture” is the steel shopping cart 
provided for convenience. Wide 





WINSTON-SALEM ® 


LEAKSV/LLE KK 


© GREENS BORO 


oMorth Carolina 


* CHARLOTTE 


m Modernizes 


8/WiLMI/N6TON 


The combination sale-showroom area of the North Carolina firm measures 24 x 40 f 
Bulman Equipment Co. representatives planned and erected the merchandise fixtures 
arranged the stock. Glass dividers are used to maintain separation of allied items. 


aisles, air conditioning and an 
acoustical ceiling are other features. 

The Leaksville News started in 
the office supply business 17 years 
ago, beginning with a few of the 
smaller items — inks, pencils, glue 
and the like — arranged in a cor- 
ner of the newspaper office. Now a 
complete line of steel filing furniture 


as well as desks and chairs is 
hibited for sale. In addition portab 
typewriters are offered. 


The building is designed as a sep 
arate part of the printing and pube 
lishing firm and is arranged so that 


newspaper office personnel 
double as check-out attendants and 
salespersons. 
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Business 
Fixtures 
furniture 








Business machines are located on this merchandiser near the front of the Leaksville, N. C. store. 
Fixtures are in gray and black, while the showroom has a soft green background. Office 
furniture is also available from the company. 


Keeping pace with modern times and eliminating cramped quarters in a 
section of a newspaper office was the objective of Leaksville Publishing 
Co. when a complete, self-service office supply store was designed. 


a 


Me 








1957 
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Here is why more students will buy 


Esterbrook, proven the favorite pen 
of students! 


Independent store audits in both stationery and 
department stores show that last fall in the $2.09 
to $5.00 bracket Esterbrook did 67% of the back- 
to-school fountain pen business! 


Why do students prefer Esterbrook? 


Students know that the dependable Esterbrook 
means better, clearer, easter writing because there’s a 


point in Esterbrook’s 32 to suit every student need. 


Only the Esterbrook is so economical to keep in 
good repair . . . damaged points are replaceable im- 
mediately for only 60¢. 


There is no finer quality pen made... yet the 
Esterbrook is good news to every student’s budget 
. at just $2.95. 


Greater than ever Esterbrook 
advertising campaign! 


nee Boer ears 
Sg apetn | 


al Te 


Exciting full-page advertisements like these in LIFE 
every week during the back-to-school season will sell 
Esterbrook as the student pen, to students of all ages, 
grade, high school, college. The most important back- 
to-school campaign in Esterbrook history ! 











These are the pens featured 
in the big national ads! 


The ever-popular Esterbrook J-pen .. . with its 32 
points for every writing job... replaceable in seconds. 
The Esterbrook Petite Pak. Dainty purse pen and 


pencil set .. . now in new fashion colors, rhinestone- 


studded pouch. 

Esterbrook’s ball point pen... the truly dependable 
ball point with the exclusive Wordathon* cartridge, 
writes 5 times longer than any other refill. 


Be sure your stocks are up— 

Be sure your displays are up, too! 
Make the most of this all-out promotion. Identify your- 
self as Esterbrook headquarters . 
school buyers to your store first. 


.. to bring back-to- 


ear than ever 


For your back-to-school customers... 
a wonderful premium! 


Beautiful personalized station- 
ery...50 sheets, 25 envelopes, 
with name and address imprint- 
ed. A coupon with every Ester- 
brook purchase entitles buyer to 
this unusual value for only 50¢. 
This stationery offer helps 
your sales twoways. It sells more 
Esterbrook pens... gets stu- 
dents in the habit of using im- 

printed letterheads more 

stationery sales for you later on! 
*Trade mark 


Gsterbrook 
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Fourth District NSOEA 
Meets In St. Petersburg 

Elected as Governor of the Fourth 
District for the coming year was 
Joseph T. Kilpatrick of Carithers- 
Wallace-Courtenay, Atlanta, Ga. 

Other officers elected during the 
meeting at the Vinoy Park Hotel, St. 
Petersburg, Fla., were: Vice Governor 
— C. W. Harper, Harper Brothers, 
Greenville, S. C.; Lt. Governor — 
Florida, James M. Smith, P. K. Smith 
& Co., St. Petersburg; Lt. Governor 
— Georgia, Joe Rosolio, Rosolio’s, 
Thomasville, Ga.; Lt. Governor — 
North Carolina, Ralston M. Pound, Jr., 
Pound & Moore, Charlotte, N. C., and 
Lt. Governor — Tennessee, H. H. 
Akers, S. C. Toof & Co., Memphis, 
Tenn. 

NSOEA Lt. Governors for the states 
of Alabama and South Carolina will 
be announced at a future date. 

Speakers at the Florida meeting, in 
addition to the president's troupe, were 
Douglas H. Russen, Birmingham, Ala.; 
Dr. Frank Goodwin, University of 
Florida, and John R. Ridley, Atlanta, 
Ga. 

Philip A. Rhodes was elected as 


the president of the Southern Travelers. 


Barklow is Coordinator For 
United Printers & Publishers 

The promotion of Edward S. Bark- 
low to the newly created position of 
coordinator — scheduling and produc- 
tion control for the Joliet Divisions of 
United Printers and Publishers was an- 
nounced by R. D. Sharp, general man- 
ager. 

In this job Mr. Barklow will be 
responsible for coordinating the crea- 
tion and manufacturing of the prod- 
ucts produced by the printing firm. 
The Joliet divisions of the firm con- 
sist of the Gerlach-Barklow Company, 
calendar manufacturers, Greetings 
Inc., and the Volland Greeting Card 
Co. 

Mr. Barklow has been associated 
with various divisions of United 
Printers and Publishers since 1946. 
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The Easterday Office Equipment & Supply Co. is the new name of the 
former Kilgore & Easterday Co. according to a recent announcement by M. 
RICHARD EASTERDAY, sole owner of the firm. 

Prior to establishing the original firm in Racine, Wis., in 1941, Mr. Easterday 
had-been a district manager of Remington Rand Inc. for eight years in Green Bay, 
Wis. 

* * * * * 

A 70-year-old company has changed its name to honor the calculating machine 
that it made famous. Comptometer Corp. is the new name for Felt & Tarrant 
Manufacturing Co. 

According to president ALBIN E. CARLSON, “the change was made since more 
people knew us by the name of our product than knew the company’s full name.” 
The firm claims the introduction of the adding-calculator to American business in 
1886. 

* * * * * 

The firm of Syd Levitt & Associates, greeting cards, stationery and gift wrap 
company in California, has transferred offices and warehouse to a larger and more 
convenient location at 5514 Cahuenga Boulevard, North Hollywood. 

* * * * * 

Underwood Corp. has announced that discussions with National Cash Register 
Co. concerning a possible association of interests have been terminated, by mutual 
consent. 

According to the Underwood Corp. a proposal made by National Cash Register 
Co. was considered by Underwood's board of directors but was felt to be unaccept- 
able. 

Following the veto of the proposed merger, FRED M. FARWELL, president of 
Underwood, resigned to accept a position as an executive vice president in charge 
of research and manufacturing in the United States, with International Telephone 
& Telegraph Corp., it was revealed. 

* * cs co * 

James A. GALLIGAN, son-in-law of E. W. O'Leary, has joined the firm of 
The O’Leary’s, Inc., 15-115 Merchandise Mart, Chicago, as assistant to Ed O'Leary. 
x * * * * 

STANLEY I. GROSSMAN has been promoted to sales manager of the Victor- 
McCaskey Register division at Victor Adding Machine Co.'s Chicago Branch. 

Mr. Grossman will supervise cash register sales in an area containing 49 
counties. 

* * k % * 

MorTIMER CHUTE, president, Brainbridge, Kimpton & Haupt, wholesale 
stationers, New York City, and WILLIAM H. GREENLEAF, advertising manager, are 
chairman and committee member respectively, of the Stationery & Supplies Division 
of the Greater New York Fund according to a recent announcement. 

% cs * * * 

Kimberly-Clark Corp. has appointed James J. May of New York City as 
design consultant for the Neenah, Wis. firm’s line of Marvalon decorative materials. 

Mr. May, founder and director of the Inspire’ Design Studios of New York, 
will be responsible for the design and color styling of shelf and drawer lining 
and adhesive veneer, products of the Munising Paper Co., a Kimberly-Clark sub- 
sidiary. 

co * * ba * 

Barker's Stationery Store, Quincy, Mass., has been sold by Epwarp F. 
BARKER, president, to RALPH NESBITT. The new owner stated that the store will 
continue to operate under the same name. 

* % * es x 

The Carpenter Paper Co. announced recently that it has purchased the 
wholesale stationery, school supply and drug sundry division of the W. H. 
Kistler Stationery Co. of Denver, Colo. 

ERLE O. KIsTLER, president of the 74-year-old stationery and printing company, 
said the sale will enable the firm to concentrate its four remaining divisions — 
printing, office furniture, retail stationery stores and the A.B. Dick division. 
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faster turnover 
with the new VENUS VELVET TRIO-PACK for 25c 


| 
| 


It’s colorful . . . it’s compact . . . it’s the new self-dispens- | factory-fresh. Discourages pilferage, too. This Venus 
| ing merchandiser for famous Venus Velvets in handy 25¢ ‘ Velvet “‘self-seller” is nationally advertised in top 

Trio-Packs. Each display (Style No. 3557A) contains magazines spearheaded by The Saturday Evening Post. | 

: 48 Trio-Packs with popular #2 Venus Velvets. The Speedup turnover.. .increase your “‘take’’ by selling three 

| $-color display keeps merchandise clean . . . bright . Venus Velvets every time. Order from your jobber today. 
WWENUS PEN & PENCIL CORPORATION (fasdierty American Pencil Co.), HOBOKEN, N. 3 
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You |CAN | satisfy 
everybody with 


SENCO 


Write for cataiog, 
prices. Buy from your 
nearby jobber. 


SENIBECA 


NOVELTY “CO., INC. 
52-54-56 Miller St., Seneca Falls 22,N.Y. 
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...and send 
another 


gross of 


LINDY 
PENS 


& 




















Actual size } 
of 
Lindy Pen 


And why LINDY? Because Lindy is the 
special purpose pen for many business uses. 


Light weight and easy to handle, Lindy Pens cut 
way down on writing fatigue. Lindy’s specially 
designed point lets you see what you write. 


SIX popular colors — one for every job. 

The color of the pen is the color of the ink. 

Blue — Black — Red — Green — Brown — Lavender. 

Choose your favorite. Giant Ink Supply 

—extra large profits too. 

Write for your 
[nll 

















wae wee te 
FREE SAMPLE be 
Dept. J7—LINDY SALES co. 
5738 W. Washington Blvd. & 
Los Angeles 16, Calif. a 
‘Please send me a sample of the #460 9 
%, LINDY Utility Pen. I 
4 Company _—— H 
‘ Buyer ; 
‘ Address t 
as a 
. City i 
§ Zone State -{ 
. 





®eeeeeseeenns” 
Sales Representatives: 
Contact LINDY SALES CO. 
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Norman J. 
ing Co., Alexandria, 
received the 
Year" award in the office equipment and 
Stationery stores category. The “Oscar” of 
retailing was presented by John H. Breck, Jr,, 
as “Conover Girl'’ Carole Michelson looks on, 


Landry (left) of Standard Prini. 
La., is shown as he 
“Brand Name Retailer-of-the- 


Boston Stationers 
Elect New Officers 

The annual meeting of the Boston 
Stationers Association was held fe. 
cently at the Smith House in Cam. 
bridge, Mass. 

Thomas Groom IV, Thomas Groom 
& Co., was elected to head the or- 
ganization for the 1957-1958 term. 
Other new officers include: vice presi- 
dent — Arnold Shulkin, Abbott Allen 
Stationery; 1st vice president — Dave 
Keir, Dennison Manufacturing Co.; 
2nd vice president — Russell Paquette, 
Eagle Pencil Co.; historian — Harry 
Chandler, Adams, Cushing & Foster, 
and auditor — Arthur L. King, Wards. 

Members of the executive committee 
are: Henry Rosnosky (immediate past 
president), Russell Milligan, Paul Hol- 
land, Fred T. Bowes, Abe Fienzig, Ed 
Howard, Pete Talanian, Bill Driscoll, 
Arthur Sweat, Richard Phippen, 
Harold Narcus and Bill Greeley. 


NSOEA Group Insurance 

The National Stationery and Office 
Equipment Association has stated that 
its Group Insurance Plan, which was 
started in 1953, now covers approxi- 
mately 4,900 association member em- 
ployees for $10,600,000. 

The association reports that the 
growth of this type of insurance for 
civilian non-agricultural jobs has been 
most rapid in recent years. 

The current “open house” period 
for NSOEA group insurance runs un- 
til June 1, 1957. This insurance plan 
is handled by the John Hancock Life 
Insurance Co. 
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The PREFERRED Daily 


at the Chicago Convention 
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Last Fall a new paper was inaugurated .. . THE MODERN STATIONER CONVENTION DAILY. 
This daily was the great favorite at the NSOEA Convention. It carried more news, more pictures, 
more advertising . . . and was read by more people. (5,000 copies of MODERN STATIONER CON- 
VENTION DAILY were distributed throughout Chicago's Conrad Hilton and other convention hotels 


every morning!) 


Continuing this leadership, DPC will again provide an outstanding daily at the Chicago meet- 
ing this Fall. It will introduce new features and new departments. It will be unquestionably the 
outstanding paper at the convention and it will be read by everybody. It will offer manufacturers 
on unparalleled opportunity to tell their story directly to the conventioners and to invite prospects 
to their exhibits. Let MODERN STATIONER CONVENTION DAILY work for you this Fall. 


DAVIDSON PUBLISHING COMPANY 
250 Fifth Avenue, New York 1, New York 221 North LaSalle, Chicago 1, Illinois 
405 East Superior Street, Duluth 2, Minnesota 
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Milo Harding Passes 

The death of Milo M. Harding, 
president of the Milo Harding Co., 
Los Angeles, occurred on April 26, 
1957. 

Mr. Harding, a manufacturer in the 
duplicating supply field, began in 1904 
in Cody, Wyo. He built his business on 
the concept that it was necessary to 


find what people wanted, supply these 
needs at a fair price, embellish it with 
extra service and wrap it “in lots of 


friendship.” 


Winner of 1957 
Horatio Alger Award 

Joyce C. Hall, president of Hall- 
mark Cards Inc., was one of the ten 
American business and _ professional 
leaders to receive the Horatio Alger 









NEW FURNITURE, HOME 
FURNISHINGS, STORE 
AND OFFICE EQUIPMENT 
Whether you are a manu- 


facturer, dealer or user... 
you can cut unnecessary cost! 


PADDED VANS 
OF 


North American 
_s Van Lines, Inc. 





ee ss . 


HOW NORTH AMERICAN 
CRESTON DIVISION DOES IT 


UNCRATED new merchandise is 
loaded directly into clean, padded 
vans and transported to your destina- 
tion when specified. Careful handling 
is assured because Creston Division . 






North®American 


- VAN LINES. Inc. 


* CRESTON 
| DIVISION 


4 






HOW YOU SAVE MONEY 


SAVE . . . crate materials 
SAVE . . . crating labor 
SAVE .. . crate weight 
SAVE .. . excess handling 
SAVE . . . local drayage 
SAVE . . . uncrating labor 


is 100% liable for safe delivery of 
your merchandise. Get the FACTS. 
Write for folder and case histories. . . 


SAVE... excess space 
SAVE ... crate disposal 
SAVE .. . time 




















r 7 
| North American Van Lines, Inc., CRESTON DIV., DEPT. P, Ft. Wayne, Ind. | 
| 
Gentlemen: Date | 
| RUSH FACTS FOLDER & CASE HISTORIES 
| 
NAME | 
| ADDRESS | 
| CITY STATE 
a 
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Joyce C. Hall, president of Hallmark Cards 
Inc., (right) received a 1957 Horatio Alger 
Award from Gen. David Sarnoff at ceremon- 
ies held recently at the Waldorf-Astoria Hotel, 
New York City. The annual awards are made 
to American business leaders who won fame 
and fortune through hard work aad determina- 
tion. 


Award for 1957 recently. 

The bronze plaque awards are dedi- 
cated to the free enterprise system and 
the American tradition of opportunity 
which enables a youth to overcome his 
humble beginnings and achieve suc- 
cess in his chosen field. 

Winners of the awards are chosen 
annually by ballot by 3,000 campus 
leaders at 500 schools and colleges 
throughout the country. The name of 
the award was taken from the rags-to- 
riches success stories of the Horatio 
Alger novels of yesteryear. 

Mr. Hall was working as a cletk 
in a stationery store in Norfolk, Neb., 
where he conceived a plan for form- 
ing his own company. He decided to 
complete his education in Kansas City 
and to launch his firm there because 
of the reputed “Kansas City Spirit.” 

From a company formed from a 
loan of $148 borrowed from friends, 
Hallmark Cards has grown to be one 
of the leaders of the industry, sell- 
ing more than one billion cards a yeat. 


Phoenix Stationer 
Adds Books 

Along with a move to a new loca- 
tion, the Green Feather in Phoenix, 
Ariz., has added a complete line of 
books for adults and juveniles to its 
inventory of greeting cards, stationery 
and gift wrappings. 

Operated by Miss Mary Jane Ryaa, 
the store had functioned in its previous 
location since 1940. 
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This unique new Regency Catalogue... 


features 


b 









































striking 
faces 


Regency’s exclusive and revolutionary new process offers 
superior Heliograving* with all these advantages: 
*(not to be confused with engraving) 

e greater sharpness and clarity of letters 

e new effects with superimposed and angled letters 
e joined letters in the most favored scripts 

e speedier production for prompt delivery 

e superior craftsmanship at an amazingly low price 


FREE: Completely New Flower Wedding Line Catalogue features:— 
exclusive new scripts © wide selection of ever-popular styles ® postpaid 
shipment within two days of order @ liberal 50% discount 


For your FREE copy of the new Flower Wedding Line Catalogue, address your request on your business letterhead to: 


REGENCY THERMOGRAPHERS, 28 West 23 Street, New York 10, N.Y. 








gerne a reinge 


Li ay id 


€-THRU clear plastic rulers and 
drawing devices give you a com- 
plete line to feature for back-to- 


school. Their high quality and mul- 
Four of the many traditional and Studio Styled P. G. Cards, ‘ol ili 2 
many with foil and embossing, sure to be big sellers in our tiple utility have won world wide 


“4 Stor" and “Starlite” Albums. renown, They’re priced for profits— 
Specializing only in .. designed for eye appeal— 


PERSONAL CHRISTMAS a real “Golden Rule” line. 
GREETING CARDS 


BOOKS SOON READY. WRITE TODAY. RULERS @ TRIANGLES @ NAVIGATIONAL INSTRUMENTS @ STENCILS @ PROTRACTORS © OTHER DEVICES 


TURNER & PORTER, INC. 


BUFFALO 9, N. Y. 
“The House of Dependable Service" 








R lJ 
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THEY'LL BUY 
BOSTONetle 


s 
Pencil Sharpeners 
red—yellow—pink 
Newest, smartest sharpener for home and office 


e they'll STOP—the brilliant 
self-merchandising package is 
a traffic-stopper 


they'll WANT it—it’s beau- 
tiful, modern, decorative, 
strong, practical and inex- 
pensive 


they’]l BUY it—on the spot 


e they’ll TALK about it— 
mounts oy or on wall— 
has famous Speed Cutters— 
Guaranteed one year. 


ORDER NOW 


C. HOWARD H U NT 
PEN CO. 


CAMDEN 1, N. J. 


Also manufacturers of SPEEDBALL 
pens and products 
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Handwriting Foundation 
Prepares Material 

Preparation of various types of ed- 
ucational material is underway accord- 
ing to the Handwriting Foundation. 

The Foundation’s new Numbers 
booklet, which will be No. 3 in the 
Second R series, has been revised in 
accordance with suggestions from the 
board of directors. 

A suggested script 


along with 


Three top officers of Dennison Manufacturing 
Co. seem pleased with a point of interest at 
the “Paperama" exhibition staged by the 
company in Framingham, Mass. Left to right 
are: Dana C. Huntington, newly elected presi- 
dent; John S. Keir, newly elected board 
chairman; and Robert N. Wallis, new vice 
president who continues also as Dennison's 
treasurer. 


photos, has been assembled for the 
school film strip to be produced by 
Visual Education Consultants. The 
concern will distribute about 2,009 
film strips to its subscribing schools 
throughout the country with heaviest 
distribution in the midwest. 
Another film strip organization, 
Teaching Aids Service, with strong 
national distribution in the East, i 
preparing a handwriting strip. 
New Manager For 
Dealer Sales 
George D. Scheel, a member of the 
selling organization of the National 
a Cash Register Go, 
for the past eight 
years, has been 
named manager 
of dealer sales 
for National ad- 
ding machines, 
In his new 
post, Mr. Scheel 
will direct sales 
Scheel of adding and 
desk-model bookkeeping machines to 
NCR-franchised office equipment deal- 
ers in the United States and Canada, 








829 YORK ST. 





NEW! SELF-SERVICE ISLAND 


FLEXO-SPACE the Sensational Self-Service Island is MAGICALLY increasing Sales 
for thousands of retail merchants. This amazingly low priced island gives you PLUS 
Sales because Self-Service makes it easier for your customers to shop. Every item 
is “easy to see — easy to handle — easy to buy". You'll sell more because you 
can display more. All your merchandise is alive with buying appeal. You can use 
FLEXO-SPACE singly for a promotional Island — or end to end in your main aisle. 
“Tested and Proved" to bring you more business in all departments immediately 
upon use. Use the magic of Self-Service to increase your Sales and Profits. Write 
today for Free Catalog on Self-Service Fixtures. 


Whsle. & Mfg. write for Special Dealer Promotional Prices. 


ADD SALES COMPANY 


FLEXO-SPACE 


GIVES YOU 
ALL THESE FEATURES 


* Self-Service 


Creates additional sales 
Speeds up service 


* Adjustable Shelves 


Display and sell all 
merchandise 


300% More Space 


Use only 12% Sq. Ft. of 
floor area. You get 50 
Sq. Ft. of selling space. 





MANITOWOC, WISCONSIN 
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4415—HIGGINS 
AMERICAN 
INDIA INK 
Waterproof 
Black 
The International 
Standard of 
Excellence. For 
general use. 


4425—HIGGINS 
AMERICAN 
INDIA INK 
Non-Waterproof 
Black (Soluble) 
For fine line work 
and washes. 
Removable from 
plastic film by water. 








4435—HIGGINS 
ACETATE INK 


Waterproof 
Black 


For use on 
plastic film and 
water-repellent 

drafting surfaces. 


HIGGINS INK CO. ING. 271 Nioth street, 


4445—HIGGINS 
SUPER BLACK 
Waterproof 
Drawing Ink 


A high intensity ink 


for art work with 
brush and pen. 











Brooklyn 15, N. Y. 





HIGGINS 


; = sold 4415 and 
4425, now sell 4435 and 
4445 and supply the 
complete answer to 
modern graphic needs. 
Made in the same 
tradition, they 










The 
guarantee the — 
same customer modiom 
preference with Since 
1880 


repeat sales 

and assured, 
increasing GEIS 
demand. Can inte 


7 


JH 
AMER 
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“Sith Effect” 


the most unusual 
sight. 


1 doz. ea. lunch 


Lovely assortment 


napkin. 


in two. sizes. 


Lenil 


and 





New York - J. Kenneth Zahn 
th Avenue 


FRED BAUMGARTEN 


225 - 5 


Permanent Show Rooms 
159) 


EXCLUSIVE IMPORTS Dept E-7 


1000 Virginia Ave. N. E 


Sheer silk-like texture. 
Prompt 


c size $14.20 plus postage. 

Write for price list our complete line exquisite imports for 

unusual gifts, including lovely new plastic coated playing cards. 
Represented at all major gift shows. 


Chicago - The Zangs Co. 
Merchandise Mart 


Atlanta 6, Ga. 


Sells on 
shipment 














PUT THE 
MAGAZINE IN, 
TAKE THE 

GUESSWORK OUT 


Quantity discount: 


5% on 1 doz. 
10% on 3 doz. or more 


Write for catalog 
or see your jobber. 


une 


a 1N 7», 
hy, 
¢ 


Pod 





Vbebea 


“see-at-a-glance” 
LIFETIME MAGAZINE BINDER COVER 


FINEST quality heavy-duty magazine binders. “Picture window” 
front of clear, semi-rigid Vinylite displays magazine cover. RIGID, 
FIRM backbone and back cover of top-quality binder board sealed 
between 2 layers of Spanish crush grain Vinylite. Colors, Navy or 
Flame Red. Scuff-proof, wipes clean. Wire-O metal rod makes 
quick, easy insertion. Order by magazine height. Wonderful for 
telephone book covers (to %” thick). 














Cat. # Max. Mag. Ht. Price 

#120A 8” $1.35 ea. 
#120B 91” $1.50 ea. 
#120C 10%” $1.65 ea. 
#120D 11%” $1.80 ea. 
#120E I $1.95 ea. 
#120F 13” $2.20 ea. 
#1206 14” $2.40 ea. 








Dealers net prices shown. 


bps COMPANY 


Flushing 58, N.Y. 
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Office Procedure 
Time-Savers 

Hundreds of time-saving ideas for 
short-cuts in office procedures are 
revealed in ‘Practical Office Time- 
savers’, a new, 279-page book com- 
piled by the National Office Manage- 
ment Association. 

Each idea has been contributed by 
the company which developed it and 
found it effective. The ideas apply 
to basic office procedures such as bill- 
ing, filing, mailing, paying, purchas- 
ing, typing and tabulating. The book 
describes how each operation was per- 
formed before the time-saving idea 
was used, and the resulting benefits of 
the short-cut. 

According to Arthur H. Gager, staff 
director of NOMA and compiler of 
the volume, states that all short-cuts 
listed involve non-manufactured items 
and ideas, and can be put to use at 
once. Priced at $5.00, the book will be 
distributed through the McGraw-Hill 
Book Service. 





Shown here are 15 of the 30 Southern California OMDA members who gave one full day tp 
calling on non-member prospects. Thirty-Four new members resulted from this canvass. Left fp 
right are: (front row) A. C. Bandfield, Sam Ward, Roger Carter, Ray Alba, Robert Picou, Chic 
Webb and Rich Halbert. (rear row) C. M. King, A. W. McMurtry, George Bonelli, Gene Hari, 
Richard Carr, H. C. Sanders, Dan Post and Wallace Brennan. 


Membership Drive By 
SCOMDA Nets 34 Members 

A concentrated one-day effort by 
members of the Southern California 
Office Machine Dealers Association 
resulted in the procurement of 22 new 
members immediately, with 12 more 
joining later. 

Following an idea originated and 
planned by Roger Carter, a director of 
the NOMDA local association, 15 two- 


man teams spent an entire day ina 
specified area to gain new members, 
Following a 7 a.m. breakfast, each 
canvasser started out armed with a kit 
that explained the advantages of be. 
longing to the association. 

A report dinner was held that even. 
ing by the weary group. It is reported 
that they were completely revitalized 
when the day’s accomplishments were 
recorded. 
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for-volume profits... 
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CARBON PAPERS 
and TYPEWRITER RIBBONS 


Wtite 


is the RIGHT line 
to feature 
Top profit for you is assured 
because the name WRITE 
guarantees top quality and 
top performance for your 












numbering 


Rings up a sale every time a cus- 
tomer says “variable number- 
ing.” Prints or skips any number 
as many times as desired ina 
progressive series. Sells itself as 
soon as you demonstrate it! 


et 
\evet operat ign release 
«og metal wheels 






customers. 
Easy-to-handle WRITE carbon papers 
make more copies, make cleaner carbons, 
and are more economical to use. 
WRITE typewriter ribbons produce clear- 
est, crisp, uniformly sharp letter — and last 
a long time, too. 
Make certain of your repeat sales and cus- 
tomer satisfaction by featuring this sales- 
boosting line. 

“When it’s WRITE it’s RIGHT.” 


Promptest deliveries, always. Send 
for samples and discounts today. 








WRITE 


INCORPORATED 


420 Lexington Ave., New York 17, N. Y. 
Factory: Bridgeport, Conn. 
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| a ROE & CO., Incorporated 
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REG. VU. S. PAT. OFF 


YOUR PARTNER 
IN HOLIDAY 
PROFITS! 


Double your holiday profits, this 
year, by stocking and selling these 
“‘asked-for’’ items. These popular 
Prang Packages with ‘‘built-in’’ pal- 
ettes and other exclusive features 
literally sell themselves and guar- 
antee repeat customers! 


All Prang Sets are smartly packaged 
for eye-catching displays. Backed by 
nationwide TV and editorial promo- 
tion in the country’s leading media. 


Write for free Merchandising Folio. Dept. 
MS-59 


Aippl Tie LEADS AGAIN! 


Rippl-Tie 
GIFT RIBBON CURLER 


G2 CHD <q 

S- la — 
(“DISPENSES RIBBON 
¥ CURLED 


FOR FANCY BOWS 





Cg 


G4 












DISPENSES RIBBON 


FLAT 


FOR PACKAGE TYING 





PATENT 
APPLIED FOR 


$450 


This brand-new Rippl-Tie gift ribbon curler makes 
fancy wrapping quick and easy for anybody... 
saves time .. . saves space . . . cuts ribbon waste. 
You can make stock bows in spare time! 


ONLY 


Sturdy and compact, this combination curler 
and spool holder is made of solid steel rod, has no 
moving parts, measures 13” x 6” x 4”, fastens se- 
curely to counter or wall. 

Rippl-Tie, the quality leader, is more than ever 
the line to feature for store use and to sell for top 
profits ! 

Save on inventory. Quick service to any location. 


Eastern Plant — Clifton, N. J.; Midwest Plant —Chicago, Ill. 
Western Plant — Salinas, Calif. 
Rippl-Tie Products Co., 1934 N. Washtenaw, Chicago 47, Ill. 


Aippilis &% prooucts 


AVAILABLE ONLY THROUGH 





FE] THE AMERICAN CRAYON COMPANY 
SANDUSKY OHIO NEW YORK 
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Rust Craft Divisional Manager 
Lewis R. Doering has been appoint- 
ed New England divisional sales man- 
ager for the Rust 
Craft Greeting 
Card Co. accord- 
ing to an an- 
nouncment from 
Frank R. Shaw, 
vice president and 
sales manager of 
the company. 
Doering joined 
Doering Rust Craft in 
1929 as advertising manager. In 1931 
he was promoted to assistant to the 
sales manager and worked on the de- 
velopment of the first greeting card 
stock control plan. After working in 
various sales capacity, he became man- 
ager of the Boston office, a position 
he held until his recent appointment 
as division sales manager. 


A tabulating machine tape — symbolic of the world of commerce — was cut to open the 
two-day office machine and equipment show staged by the Youngstown Chapter of the National 
Office Management Association. Betty Fiffick, who reigned over the show as Miss Typical 
Secretary, cut the tape. With Miss Fiffick are, left to right, J. J. Kramer, Robert Miller, Fred 
Albrecht, A. L. Lloyd, F. S. Wittenaver, M. P. Gorby, D. D. Labarre and Wi liam Vaughn, all 


members of the show committee. 


Derby Succeeds 
Keough at Brown 

Ralph H. Derby has succeeded Ed- 
mund E. Keough, who for many years 
was sales and advertising manager of 
the L. L. Brown Paper Company of 

















Ace of Quality Line 


WANTS MORE GOOD DEALERS 
TO HANDLE THEIR PERSONAL IMPRINTED 
CHRISTMAS CARD BOOK 


WRITE FOR YOUR BOOK NOW! 


ACE Engraving & Embossing Co. 


422 SO. DEARBORN ST. 
CHICAGO 5, ILLINOIS 
TELEPHONE WA 2-1081 


When writing mention Modern Stationer 




















Attractively displayed in their new, colorful, modern 
folding boxes, these clips will really sell for you. 

The Regular, or large size, are packed twelve to a 
box; the Junior, or small size, thirty-six to a box. 
Each size is a compact display, in blue and white, 


that will add beauty to your counter. 


Write now for prices. !mmediate delivery. 


Quality 


ees aia | 
cere L. D. Van Valkenburg Company -:: 


HOLYOKE, MASS. 
Est. 1896 


Service 
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Adams, Mass. Keough has resigned to 
live in Florida. 
New Research 
Director for CADO 
David L. Parke, president of Cush- 
man & Denison, New York and Carl- 
stadt, N. J., an- 
nounced recently 
that William J. 
Harrison has 
joined the com- 
pany as director 
of research. 
Mr. Harrison’s 
experience with 
plastics, textiles, 
aniline dyes, var- Harrison 
ious finishings and coatings will be 
instrumental in furthering the continu- 
ing development and improvement of 
the line of Flo-master felt-tip pens, 
inks and other felt-tip marking acces- 
sories. 
Cote Named Sales 
Manager For Reyburn 
Alfred F. Cote has been appointed 
to the post of general sales man- 
ager for the Rey- 
burn Manufactur- 
ing Company, 
Inc., Philadel- 
phia, Pa. 
Cote joined the 
Reyburn organi- 
zation as a sales- 
man in the Chi- 
cago area follow- 
Cote ing his honorable 
discharge from service. He is a mem- 
ber of the Great Lakes Travelers Club 
and, in addition to heading various 
committees, has served as treasuref 
and vice president of that group. 
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Morton Marks, Sr., Dies 

Morton Marks, Sr., founder and 

president of Morton Marks & Sons, 
et] Inc., Richmond, 
\  =Va. office furni- 
ture dealer died 
on his 65th birth- 

day April 15. 
A native of 
Richmond, Mr. 
Marks was a pio- 
neer of office fur- 
niture specializa- 
Marks tion in Virginia, 
and his firm was the first in the state 
to inaugurate an office planning and 
interior design department. He found- 
ed his firm 21 years ago, but had been 
in the stationery and office furniture 

business for almost 50 years. 

Prior to organizing his own busi- 
ness, he had been sales manager of 
Southern Stamp and Stationery Co. and 
general manager of Richmond Sta- 
tionery Co., both in Richmond. He 
was one of the founders and a charter 
member of the Board of Directors of 
the National Office Furniture Associa- 


tion, and had organized and was first 
president of its Richmond chapter. 

Surviving are his wife, Hannah D. 
Marks; four sons, Herbert S., Merrill 
D., Adolph H., and Morton Marks, Jr., 
all officers of the firm which bears 
his name; three sisters, and 12 grand- 
children. 


Haskell Appoints 
Sales Manager 
S. K. Haskell, president of Haskell, 

Inc., of Pittsburgh, has announced 
the appointment 
of Ray P. Putu- 
lowski as assistant 
sales manager for 
the firm. 

Mr. Putulowski 
has had consider- 
able sales exper- 
ience in office 
furniture and ac- 

Putulowski cessories, and ac- 
cording to company plans, he will en- 
gage in supplementary field service, 
contacting the trade from coast to coast. 


Politicians and prospective fathers hand out 
cigars by way of greetings. Pencil makers 
hand out pencils. “Have a Ticonderoga,” says 
Frank G. Atkinson (left), to TV star Warren 
Hull, following Mr. Atkinson's guest role on the 
coast-to-coast television show, “Strike It Rich.” 
By correctly answering a tricky quiz question, 
Mr. Atkinson in his role asa “helping hand,” 
enabled a contestant to win a cash prize of 
$500. 


Haskell of Pittsburgh is a national 
manufacturer of budget steel desks, 
tables and office steel accessories as 
well as the Work-Flow drafting desks. 
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NOW IN A CONVENIENT 
PULL TAB BOX! 


STAMP PADS 





a 





EASIER TO STOCK — EASIER TO SELL! 


LOUIS MELIND CO 


3524 N. Clark Street 


CHICAGO, ILL. 
DALLAS, TEXAS 


LOS ANGELES, CALIF. 
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Eberhard Fabe 





r Previews 


New Pencil Plant 


A? extremely commendable result 
of several years’ planning was re- 
vealed to the stationery trade press on 
May 15, during the first public show- 
ing of the new Eberhard Faber Pencil 
Co. plant in Wilkes-Barre, Pa. 
In a special preview, prior to the 
June 19 open house, editors of the 


trade publications were conducted 
through the seven-acre, one-level plant 
by Louis M. Brown, president; Mrs. 
Eberhard L. Faber, vice president; 
Eric Q. Bohlin, vice president for 
manufacturing, and other major execu- 
tives. 

The new 3 million dollar structure 


contains 262,000 square feet of pro. 
duction space for a straight line opera- 
tion. The 38-acre site is advantageous 
as the world headquarters of the 108. 
year-old writing instruments manufac. 
turer because of the additional room 
for further expansion. 

The gigantic task of relocating the 
complete production and administra- 
tive operations from Brooklyn, N. Y., 
was accomplished without interrupting 
production. A 20 percent stockpile of 
materials and pencils in various stages 
of manufacture kept production flow- 
ing continuously. 

Conceived in 1952, the moving plan, 
master-minded by Mr. Bohlin, grew in 
detail and volume until every last tote- 
box was marked and fitted into it, 
Scheduling, coordination of the seg- 
ments and continuation of full service 
to customers were the main factors 
considered in the planning. 

Over a critical six-week period, 281 
trailer-loads transported 4,000,000 
pounds of equipment from Brooklyn 
to Wilkes-Barre. The cargo included 











LISTO, LISTO... 
who’s got the 


LISTO? 


Listo Refills in 6 colors: 


a clear, bold mark on any surface. 
Listo ads say... “available at stationery 
stores everywhere.” 


Keep a stock on hand. 


STEADY REPEAT BUSINESS! 


Black. Red, Blue, Green, Yellow, White 


When customers come looking, 

you’d better have Listo Marking Pencils. 
Everyone uses some kind of marking 
device. Most people prefer Listo 


because a Listo Marking Pencil makes 





LISTO PENCIL CORPORATION, ALAMEDA, CALIFORNIA 
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44 Models to 


Price range 
$3.45 to $124.95 

















fees Send for NEW catalog No. 67 


“THE GEORGE F. CRAM CO. INC. 


730 E. Washington St., Indianapolis 7, Ind 
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SAVES SPACE, 
TIME—LABOR 
MATERIALS 


7/7 $ 


Plastic ““SELF-INDEXER” An Index Guide 
(shown above), becomes... At Guide Height! 


Users of Card Files Buy On Sight! 


The Demand Is Tremendous! 


It takes only seconds for you to show your prospect how to 
make an Index Guide out of any card in his file. Just slip 
one of his cards into the double lip at the top and into the 
Nationally Adver- bottom slot of the Self-Indexer and the 
i in: ' Combination becomes an Index Guide at 

ana : : yee : 
Methods, Office Guide Height. Eliminates bulky Guides, 
Management, The Typing Titles, etc. Tough transparent 
Office Magazine, Plastic, lasts indefinitely. In 4 sizes, incl. 

onays ere §€=6‘T abalating. 

sary, and others. FREE: Write Dept. 10, today for free 
* sample, literature and price list! 

Or send Sample Order for Box of 50. 


44-16 23rd St., L. I. City 1, N. Y. 
426 S. Clinton St., Chicago 7, Ill. 




















Any Cord Inserted Into 
AICO’S Transparent... 


INDEXES 
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Quick ° 


Q 


for PROFIT- 


RETAILERS @ 


Answer: ® 


Smart stationers 
track on brief 


sional leather goods and ac- 
cessories at the .. . 


NATIONAL LUGGAGE 
LEATHER GOODS 


JULY 


4 FLOORS at the N. Y. TRADE SHOW BLDG. 
500 EIGHTH AVENUE, NEW YORK 1, N. Y. 


e SEE COMPLETE LINES OF: Luggage, Trunks, 


e@ Briefcases, 


e Accessories, Leather Novelties! 
SPONSORED AND MANAGED BY: 


Luggage and Leather Goods 


Manufacturers of America, Inc. 
220 Fifth Avenue, New York 1, N. Y. 


Jack Citronbaum, Exec. Vice President 




















MINDED 


Question: 


1. Where can you see everything 
new in professional leather goods 
and accessories — your best buy 
for high unit profit sales? 


2. Where can you see all lines, 
make al] your contacts — in 
just one trip? 


3. Are you aggressively merchan- 
dising professional leather goods 
and accessories — tie-ing in 
wherever possible? 


get the inside 


cases, profes- 2 


AND 


SHOW 


28 to AUGUST 1 


Personal Leather Goods, Travel 
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This machine was designed and developed for use in the Wilkes-Barre 
plant. The operator can, by means of a central control board, pick up 
the leads in their crucibles ready for firing, place them in the furnaces 
to be vitrified, remove and place them outdoors to cool the leads 
gradually and bring them back in when the process is completed. 


ie 
i Tu 
fees 
4 Baas 


The entire conveyor line in the packaging and shipping areas can be 
controlled from this switchboard. Finished products flow through the 
inventory checking system with entries made on the IBM equipment 
in the foreground. The packaged products can be collected, stored 
and later sent to the proper areas for distribution. 


700 pieces of machinery, ranging from 
a massive 18-ton drum-dryer to a 3- 
pound item. 

A separate activity of extreme im- 
portance was the relocation of 70 ad- 


ministrative and supervisory personnel. 
Comfortably settled with their families 
in the community, these people are 
busy in 12,000 sqaure feet of attrac- 
tive office space. 


In designing a new plant complete 
with the latest manufacturing facilities, 
Eberhard Faber people cooperated with 
the architects, designers and engineers 
to employ their experience in every 











For a More Profitable Holiday Season... 


SEND FOR 


Paper Cts 


NEW 1957 
FALL and 
CHRISTMAS 
CATALOG 
SUPPLEMENT 


New Designs, 


Ideas, Products! 





@ As always you'll find PAPER ART the freshest, 
brightest, fastest-moving paper party line of 
all. The leading quality seller in America's fine 
stores for 25 years. Send coupon today. 





Paper Art Company, Inc. + 25 yrs. in America’s finest stores 
3500 North Arlington Avenue, Indi lis 18, Indi: 


P 





@ Please send new 1957 Supplement and Order Blank. 


























Store Name 
Address 
City State 
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GIANT - NEW 
1957 


ALVIN CATALOG 


84 PAGES of the most 
complete line of... 


e Drawing Sets e Drafting Materials 
e Drafting Instruments e Drawing Equipment 
e Designing Aids e Measuring Devices 














This new, fully illustrated catalog 
is chock full of practical merchan- 
dise for engineers, draftsmen, ar- 
chitects, designers, students, etc. 


ALVIN MECHANICAL 
LEAD HOLDERS <a SEE 
vents lead from slipping. ~Cs-ei/iii a kr IS 
P' 


@Sure-grip mechanism pre- 
@ Push-button, 


action quickly adjusts lead ~—aii oe > 
to desired length. Perfectly 
balanced, featherweight 
barrel of hard rubber, only 


1/3 oz. ATTRACTIVE 
e@ Jet black finish. 


TRADE DISCOUNTS 


Before you buy... 
See ALVIN CATALOG! Send Today! 


ALVIN & COMPANY INC. Windsor, Connecticut 
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it’s new! it’s Haw 


AT LAST .. .a fast, efficient, clean way to getsharp, legible 
carbon copies! That makes sense (and dollars) to your 
customers. Hano-Copy eliminates counting and col- 
lating second sheets with carbons... does away with 
accidentally reversed carbons. Hano-Copy sheets give 
clear, sharp copies, keep fingers clean and typing spotless. 
Best of all, new, efficient Hano-Copy cuts typing time by 
eliminating waste effort in preparing typing sets. When 
typing’s done, a quick pull at top 

and bottom removes all carbons. 


FREE SAMPLES, with a descriptive folder, 
are yours for the asking. Some dealerships 
open in the South, Southwest and Midwest for 
established Stationers. 






COMPANY, INC. 


Manifold Printers Since 1888 


General and Sales Offices: Holyoke, Massachusetts 
Warehouse and Branch Plant: Mt. Olive, Illinois 


For other Hano products, see page 44 
= - = for more details circle 148 on last page 








PROFIT 


No. 200 
FILLS-ANY REFILL 
ASSORTMENT 


2 dozen plus 4 FREE Refills. Fits ALL retractable 
ball pens.* Easiest of all to install! Available in all 
popular ink colors in both regular and fine points. 
Available also in single dozens. 


59* 


*With minor exceptions 


PROFIT 
No. 11-12 
PEN & REFILL DEAL 
Retail Value . $17.88 
Dealer Cost. . . . 7.20 
Your Profit $10.68 





a 
rf ae * 12 GOLD TRIM Pens, plus 12 FREE DE- 
tine REFHML = LUXE REFILLS. Micropoint GOLD TRIM 
Pen is the world’s finest retractable ball 
pen. Retails $1. kxk* 


* MICROPOINT DELUXE REFILL fits PAPER- 
MATE and all other ball pens using 
“standard length" refills. Retails 49c. 

* Make your store Back-to-School ball pen 
and refill headquarters with one com- 
plete quality line, one famous trade- 







‘ mark . . . MICROPOINT! * * & More 
than 1,000 progressive wholesalers 
stock and sell Micropoint. Order from 


your wholesaler. 


uD _ 


MICROPOINT, inc 
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aspect of pencil-making and distribu- 
tion. 

One result is the rapid handling of 
materials by conveyor systems, all on 
one floor — from packaging right 
through to shipping. Finished prod- 
ucts flow through an inventory check- 
ing system with entries made on IBM 
equipment. Packages are segregated 
and, when needed, are released to 
proper storage areas. Entirely by con- 
veyors, orders are collected, filled, 
addressed, tallied and placed on ship- 
ping platforms for distribution. 

The system moved the plant's first 
order speedily through to Hoelscher’s 
Inc. of Buffalo, N. Y. 

On the manufacturing side, convey- 
ors have improved greatly the process- 
ing of the leads for pencils. In addi- 
tion, a specially designed machine 
handles the entire operation of placing 
the leads inside the furnaces, to be 
vitrified at 2100 degrees, and then 
removing and placing them outdoors to 
cool gradually. 

Dust collection is an important fea- 


ture in a plant where many wood-cut- 
ting and sanding operations create six 
tons of sawdust daily. Huge blowers 
keep the air dust-free and even ceiling 
materials have been chosen for non- 
adherence of dust. Air in the entire 
plant is changed every three minutes. 

The availability of anthracite for 
heating and steam power was one of 
the factors in the move into the hard 
coal region. With sources nearby, little 
storage is necessary. Also used as a fuel 
is the sawdust by-product from the 
plant. 

There is plenty of production space 
now for its workers in safe, comfort- 
able quarters, with ample elbow-room 
allowed. Natural light is fully utilized 
and is blended with the latest types of 
fluorescent lights in recessed fixtures. 

Cognizant of its position as one of 
the leaders of a vast industry, Eberhard 
Faber uses an ingenious method to 
stress the pencil theme. Wood paneling 
of western cedar — the wood used in 
pencils — is used in the executive of- 
fices and reception rooms. 





Arthur C. Finger, S. J. Olsen Co., Milwaukee, 
Wis., (left) is shown being congratulated upon 
his election as governor for the coming year 
of the Sixth District — NSOEA, by past 
Governor Byron Johnson. 


Dennison Official Retires 

John A. Garvey, vice president in 
charge of manufacturing for Dennison 
Manufacturing Co. has retired after a 
38-year career with the New England 
paper-converting company. 

Mr. Garvey joined the company in 
1919 as personnel division assistant, 
He was division personnel manager, 
assistant works manager, works man- 
ager and was elected a director in 
1936. He was named a vice president 
in 1952. Mr. Dennison remains a 
director of the company. 





"Sell the Line that Sells Itself’’ 





ROWLES 


Portable 


Bulletin Boards and Chalkboards 


THE COMPLETE ANO 
ACCEPTED LINE FOR 


"On The Spor’ 


VISUALIZATION 
PRESENTATION 


’ Write Today for Dealer Catalog 
E.W.A.ROWLES CO. 


Manufacturers of School Equipment 


114 N. Hickory St. Arlington Heights, Illinois 
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Winner 
in the 4th 
National 
Lithographic 
Awards 
competition 


EAORS, 1 3280 sas New York 27. AU 3-6100 





ANNOUNCING: 
A brand new group of 25c cards! 
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WRITE FOR OUR NEW CATALOG SHEETS 
SHOWING 16 NEW LEATHER ITEMS FOR THE 
STATIONERY TRADE! 


SAFETY CLIP-ON GLASSES CASES 


in a 3-color Counter Display Carton! 


Case can’t slip out of pocket . . . glasses can’t slip out 
of case. Leather covered steel spring does the trick. 
Top quality saddle leather . . . individually boxed. 


QUICK PROFITS . . . QUICK TURNOVER! 


Send in your order today for 1 dozen assorted (6 each 
of the 2 styles) shown. Assortment has retail value of 
$21.00 . . . costs you only $10.50 now. Shipped on 
open account... act at once ... order today . . be 
first in your locality. 





iahl, | 





Territories a ix 's 

inquiries invited! 
BAUER-LEE & COMPANY 

136 E. Montecito . . . Sierra Madre, Calif. 
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Now 3 conveniently located 


imprinting plants 


ALDEN-SCOTT’S 


Gy 











LOS ANGELES « CHICAGO * NEW YORK / 


07070707076. 070505 07 O16 7e7s7e%e% 020.0. 075",9,) AO 
IOI JODO a OOO 





Original Christmas Impressions by 
Southern California and America’s Most 
Distinguished Artists. 


WRITE NOW FOR YOUR NO COST ALBUM 
OF AMERICA’S MOST WANTED PERSONALIZED 
GREETINGS. LIMITED QUANTITY AVAILABLE. 


ALDEN-SCOTT 


9055 Santa Monica Bl.} 1621 W. Carroll Ave.}| 241 W. 20th St. 
Los Angeles 46, Calif.| Chicago 12, Illinois |New York 10, N.Y. 
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new ¢ profitable, 


s , about today’s ERASERS and 
ERASER SELLING: 


for you and 
your sales force 


Latest edi Roberts FULL COLOR CATALOG 


Gives You Volume-Sales Slants 


SEE SALES MULTIPLY on these 
World’s Quality Standard Weldon 
Roberts Erasers just as soon as you 
write for this catalog and follow 
its recommendations: 


No. 930 

® Shows erasers in actual sizes, beau- ENSEMBLE 
tiful colors. 

® Lists innumerable applications and 
textures for erasing pen, pencil, ball 
point writing; typewriting; business 
machine impressions; artwork. 


Unsurpassed, quality-rubber  tex- 
tures erase cleanly, quickly. The 
erasers themselves are self-cleaning. 
Their colors and quality “feel” 





create surprising customer-enthu- 
siasm. 
EASY TO IDENTIFY END No. 2020 


LABELS on the carton packings 
show quick-to-read stock numbers, 
eraser names; reproduce the erasers 
in actual sizes and colors. You 
can quickly select and sell exactly 
the right Weldon Roberts erasers 
for all specific needs. 

COLORFUL DISPLAY CON- 
TAINERS BRING POINT OF 
SALE “IMPULSE-BUYING”. 


WELDON ROBERTS RUBBER CO. 
365 Sixth Avenue, Newark 7, N.J. 
World’s Foremost Eraser Specialists 


No. 1010 
HEXO 
CLEANER 













Correct Mistakes in Any Language 
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barreled 
service ... 


HOLYOKE, 
MASS. 
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MT. OLIVE, 
ILL. 





on the complete Hano line 


To provide the fast, complete service for dealers 
that is such an important part of Hano policy, we 
operate two plants and warehouses. These help 
provide the shipping service Hano dealers want 
_ 


@ Registers and forms @ Tabulating forms 
@ Snap-a-Part forms e@ Stock forms 
e@ Continuous forms e@ Accessories 


See how Hano Dealers make 
profits on the complete line. 
Ask for the folders: This is 
Hano and Business’ Forms 
Profit with Hano. Some 
dealerships open in the South, 
Southwest and Midwest for 
established stationers. 


COMPANY, INC. 


General and Sales Offices: Wareh ond B 
HOLYOKE, MASSACHUSETTS MT. OLIVE, ILLINOIS 
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NEW PRODUCTS . 


Portable Binding Machine 
Plastic binding by any size firm 
is now possible with the introduc- 
tion of portable punch and binding 
Binding 


machines by General 
Corp. 


The Model 16-Ds features a 


16 inches of punching dies and 


binding area. 


Calendar Refills 





Aluminum Sheet Holder 


“Snap-Open” con- 
struction is fea- 
tured in the Mc- 
Millan aluminum 
sheet holders for 
loose sheets. 

Constructed of al- 
uminum for heavy 
duty wear, this 


*- (continued from page § 


10 


full 


VW 

Refills for Success desk cal- 
endars are now available ig 
modern package with descrip. 
tion and illustration clearly 
visible. 

Every calendar refill is packed 
in protective box which stands 
on shelves or counters without 
slipping or sliding. Each refill 
pad is string tied or banded to 
eliminate loss. 








item has a hinged 








top cover with a tempered clamp spring for sheet changes. It 
is designed for hospitals, shipping rooms and outdoor use. 


New 
The 


a box, 





Filing Cabinets 


Yawman and Erbe Manufac- 
turing Co. recently introduced 
a new line of filing cabinets 
with specially designed systems. 

The “Pro-File” as based on 
the Rock-a-File formerly distri- 
buted by Rockwell-Barnes Co., 
whose patent rights were ac- 
quired by Y and E. This system 
replaces the conventional file 
drawer with a rocking com- 
partment and introduces side 
system filing. 


Clip Boxes 13 
L. D. Van Valkenburg Co., 


makers of Steelgrip clips, has begun 
packaging their product in a new box 
as an aid to greater impulse sales. 
Attractively displayed in their new 
blue and white, folding boxes, the 
Regular, or large size, are packed 12 to 


while the Junior, or small size, 


are packed 36 to a box. 


44 MODERN STATIONER, JULY, 1957 





























on | Ma tele th Profits 


Stock and Promote 
The ORIGINAL 


‘he 
‘Bottor Moistener 


i 














W yan (0) °) 4 es oO) BO) 
k cal. 
ole in 
escrip- 
clearly | 
sacked 
stands 
rithout ee 
1 refill 1 
ded to Model 3A | Model 3C 
Brown, black or | Grey or black cast iron 
grey porcelain base | wrinkle finish base 
12 
a MANY USES—moistens stamps, envelopes and 
labels in a jiffy, or for moistening fingers when 
handling papers and counting money. 
ae Protectall Imperial Mode! 1217-V fits into floor or concrete block. 
A FAST SELLER— you have a prospect for multiple 10” high, 10” wide, 11” deep, overall. Door case-hardened steel 
: : aa 1%” minimum thickness, body 1” open-hearth steel, all joints 
sales in every bank, office, insurance company, shipping electrically welded. Three-tumbler Protectall combination lock 
department, commercial house and institution. controlling three %%" locking bolts. Bears Safe Manufacturers 
Association label. Available with or without two-key inner door. 
eae i Underwriters’ Laboratories, Inc. approved relocking device. 
= & Your customers will like these features: Qualifies for low class “E” insurance rates. 
use. e sparkling chromium cover of durable cold-rolled 


steel, fits perfectly on 


@ attractive porcelain base with glossy baked enamel New PROTECTALL low- coct 


13 finish (Model 3A), or on 


a: e wrinkle-finish sturdy cast iron (Model 3C) money cafe col le fact to 





7 @ weighted bases will not tip / 
S. * * 
a | stores, drive-in, motele! 
a e 4 rubber feet protect desks and tables from marring 
2 a and scratching 
1 size, = , Gas stations, restaurants, dry cleaning shops, 
™ e 3° adjustable brush always moistens evenly bars, florist shops . . . dozens of other small 
businesses are excellent prospects, too, for this 
ORDER FROM YOUR DISTRIBUTOR TODAY new Protectall Money Safe. 
Place a trial order and see how fast Low-price advantage gives dealers wide-open 
the Pike ‘Better Moistener” moves, opportunity to make quick, profitable sales... 
or, for literature and full information, and lots of them! 





write or phone 
Write today for full information on new Protectall 


Imperial Money Safe. Ask for complete Protectall 
catalog showing full line of fast-selling record 


rb . W. Pp IKE ry C re) a { N ¢ : safes, money safes and wall safes. 
490 NORTH AVENUE, ELIZABETH, N. J. Elizabeth 2-0630 
Protectall Safes 


atelalthiclaatiacia Medi 
Pike “BETTER MOISTENER” for 30 years : 

Department 928-G, Hamilton, Ohio 
Division of the MOSLER SAFE Company 
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Rubber Bands 15 


Among the new family of pack- 
ages for its line of rubber bands is 
the clear acetate box for the Ply- 
mouth Rubber Co. products. 

This “office and home’ package 
contains either an assortment of 
natural or colored rubber bands. 
Other packages include a bundle 
tub display container, small assort- 

ial ment for hair braids and modern 
dress boxes in one-ounce, quarter-pound and one-pound sizes. 
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Memory Books for Every Occasion 





/ BIBLES / SHOWER BOOKS 

/ WEDDING BOOKS J PHOTOGRAPH ALBUMS 

/ ANNIVERSARY BOOKS J SCHOOL MEMORY BOOKS 
J MUSICAL MEMORY BOOKS / SNAPSHOT BOOKS 

/ BABY BOOKS J CHURCH RECORDS 

/ GIFT LOGS J BABY GIFT, SHOWER 

/ GUEST LOGS AND BIRTHDAY CARDS 

J TEEN-AGE BOOKS J/ JEWELED BOOKS 


CR Cfebson AND COMPANY 


PUBLISHERS NORWALK, CONNECTICUT 


New York Showroom: 225 Fifth Avenue 
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Outeells Olt! 


MORE STOCK TURNS 
PER YEAR WITH 


* 








Snap-On Cord Coiler 
w ntee: If they’re 
we in sight, they’l sell! 


HUFF CO., Maritime Bidg., Seattle 4, Wash. 


In Canada: Huff Canadian Sales Co. 
1043 Granville St., Vancouver, 8.C. 


ORDER FROM YOUR WHOLESALER 
- - - for more details circle 124 on last page 





Automatic Folder 16 

A new improved : 
model of the Pre- 
mier Auto - Folder 
Model CV, with 
an automatic, elec- 
trically powered 
conveyor - stacker 
has been released 
by the Martin-Yale 
Co. 

The machine will 


make the seven different folds most commonly used for letters, 
invoices, mailing pieces, bulletins, circulars and the like. 
Rated capacity of 15,000 pieces per hour, depending on the 
size of paper to be folded. 


7 
Bank Proof Machine 


Burroughs Corp. announce. 
ed recently that it has re 
leased for sale or lease a 
new bank proof machine, de. 
signed to automatically han. 
dle the processing of checks 
and deposits. 

Three major components, 
a master unit, a sorting unit 
and a listing unit — age 
cable connected to permit 
banks maximum flexibility 
in use. 





Chair Line 18 

The Stylex Seating Co. has re- 
cently placed on the market a new 
line of office chairs. 

The chairs, which are competi- 
tively priced, feature modern styl- 
ing. Construction includes a pan 
seat under foam rubber. 


Numbering Machine 19 

A desk-type numbering ma- 
chine with unique features, the 
Roberts “88” has been an 
nounced by the Heller Corp. 

The platform machine with 
reversible non-metallic platen is 
said to handle up to 20 carbons 
at one time. Nine interchange 
able heads, including one for 
vertical lettering. 





Magnetic Tape Case 20 

In answer to the growing 
need for magnetic tape housing 
in the banking industry, Rem- 
ington Rand has produced a 
Mobile Magnetic Tape Truck. 

According to the company, 
the versatile unit not only 
houses and protects the tapes, 
but also transports easily. It 
comes in two or four reel sec- 
tions of 25 bins each. 


owed 
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Hundreds of millions of seamless Swiile 


“live rubber" bands are sold every year 























a by leading stationers because they are 


he like. 
; on the 






3 superior in quality and are 


oon Louis Melind Co. 


1ponents, 
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; permit SOC AGO. - i vikssaes....-. 3524 North Clark Street 
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sold only through dealers! 


















Year ’round Now in 
best seller... easy-to-type 


TRAV-Litneo , sheet form 
for your 


conveniset, #457 use 














mee customers 

ne 19 o 
ring ma for home - office - personal use 
ures, the 3 The Avery Kum-Kleen F-Line gives you 
een af- 25 of the most popular shapes and sizes 
r Corp oo am get, iad of Avery Labels in sheet form approx- 
‘ ith imately 4” x 6”. These self-adhesive 
ine wit labels are easy to apply and ready for 
platen is typing, stamping or hand-marking. 
) carbons f 3 1 Ideal for general, informative labeling 

q one O new travel games .-- hundreds of uses in stores, ware- 
erchange g houses, factories and offices. 
one for You'll satisfy all your customers’ label- 


with unlimited gift appeal 





ing needs with this eye-catching line in 
bright new packaging. 


Exactly right for: 
a Zs only a few of e price marking 
the most popular ° —- ; 
Ave e identification 
sR ware uses of Avery e bin and shelf marking 


Kum-Kleen Labels ¢ visual inventory control 


Send for Sample Sheets and Information. 











Colorful, illustrated games of observation for =§= | -———————————————————-—-—----- 
travelers from 6 to 60. Profitably priced mul- AVERY ADHESIVE LABEL CORP., Dealer Div. 116 
tiple sale and repeat sale item. Self mailing 117 Liberty St., New York 6 * 608 S. Dearborn St., Chicago 5 
package adds bonus gift appeal. 1616 S. California Ave., Monrovia, Calif. « Offices in other principal cities 
. NAME 
e 
Write for New catalog and price het STORE 
C sco ’ ADDRESS. 
TT BLAKESLEE & ASSOCIATES © Travel Game Publishers city _ stat 





BOX 174 GRAND RAPIDS, MICHIGAN 
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IT’S EFFICIENCY 
WITH THE 
MODERN LOOK! 







Time-savers on the desk top...and with the 
modern look you want! Everybody approves 
when you select desk top equipment designed 
by the Bert M. Morris Co. They’re matched in 
color, style, and utility! 

Include this modern desk top equipment in 
your office planning. Available from the Bert 
M. Morris Co. is a 1957 Catalog to help you 
plan wisely. Write for it! 


ESSENTIALS IN EVERY OFFICE 


MORRIS SAFE-T-SET 

Beauty with efficiency—large ink supply can’t 
leak, won't spill, is easy to fill. 

MORRIS MEMO HOLDERS 

Holds standard memo paper. Available with 
ball point pen attached. 

MORRIS PHONE REST 

Frees both hands. Fits all phones—either 
shoulder. 

MORRIS TRAYS—LETTER & LEGAL 

Easy access with rear suspension. Stacks to any 
height. 

MORRISHARP ELECTRIC 

PENCIL SHARPENER 

Fast, self-starting. Cutting stops when desired 
point is obtained—choice of mediun, fine, 
extra-fine. 

MORRIS ASH TRAY 

HE-MAN size... Perfect for sales meetings... 


removable glass liner... matches newest style 
in steel office furniture. 


BERT M. 


8651 WEST THIRD STREET, LOS ANGELES 48, CALIFORNIA 
In New York: 381 Fourth Avenue 
In Canada: McFarlane Son & Hodgson, Ltd., 


Montreal, Quebec 
- - = for more details circle 132 on last page 
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NEW PRODUCTS ... 20000505 sam 


Paper Cutters 21 

A smaller size (85 inch) and 
a larger size (2014 inch) have 
been added to the regular line 
of the Michael 14 inch all-pur- 
pose paper cutter. 

All three models are of same 
heavy steel construction and 
are automatically locked with 
safety latch when cutter is 
open. Also have back tables 
with permanent rule and mov- 
able guides. 


Student Desk 22 


This student desk 
was designed with the 
necessities of the child 
of 11 or 12 and up, ac- 
cording to the Jensen- 
Wiley Co., manufac- 
turers. 

Standing 29 inches, 
the desk top measures 
25 by 49 inches. The 
desk is constructed of 
solid 5/8 inch panel- 
ing except drawers 
and has island base 
legs with brass fer- 
rules. List price of the student desk is $89.95. 


Duo Purpose Pen 23 

On the market is a pen com- 
bination for use as a laundry 
marking pen and a regular 
writing pen. 

The two purpose pen, which 
uses black for laundry marking 
and blue for writing, is made 
by Samuel Taubman & Co., It 
retails for $1. 





rad 
— 


Elevator File 24 


A compact, mo- 
torized Super Ele- 
vator file, capable 
of filing 125,000 5 
by 3 inch cards has 
been introduced by 
Diebold, Inc. 

The new ‘Super 
46” requires less 
than 17 square feet 
of floor space yet 
offers push button 
filing for fast and 
efficient mass rec- 
ord handling. This 
smaller version of the Diebold “63” will also accommodate 8 by 
5 inch and 6 by 4 inch records, tab cards and MIB cards. 
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Store Fixture Catalog A 

A catalog, illustrating flexible view, 
adjustable, interchangeable store fix- 
tures has been published by W. C. 
Heller & Company. It describes in de- 
tail: display tables, counters and ac- 
cessories, wall shelving and other dis- 
play fixtures. 


Transfer File Sales Aid B 

An envelope folder describing its 
three lines of steel transfer files is 
offered by Dolin Metal Products, Inc. 
Folder lists 43 stock sizes of steel 
transfer files. 


Lighting Booklet ¢ 

A 20 page booklet describing the 
universal applications of Sylvan-Aire, 
Sylvania’s system of wall-to-wall light- 
ing, has been published by Sylvania 
Electric Products Inc. 

The brochure details the advan- 
tages and uses of a lighting system 
which features three-way functional 
treatment of sight, sound and styling, 
for industrial, commercial and institu- 
tional use. 





OFFICE EQUIPMENT... 
(Continued from page 15) 
of these units to his prospects. He 
always has a check writer with him 
and shows his prospects how to use 
it. In an effort to show them the 
importance of a check writer, he will 
ask them to write out a check for a 
certain amount, then he shows the 
prospect how easily the sum on that 
particular check can be raised by 
him. Many small businessmen are 
not aware of the ease and simplicity 
with which certain checks may be 
changed. When Mr. Peters shows 
them exactly how he could do it 
and how simply, they begin to con- 
sider check writers with another 
view. 

“I have several newspaper clip- 
pings that concern the arrest of in- 
dividuals for check raising,” explains 
Mr. Peters, “and I bring these clip- 
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ings to the attention of my pros- 
pects.” In many cases, the check 
raising fraud was operated in the 
Lehigh Valley area which is in the 
district that Mr. Peters serves. He 
points out that these checks could 
have been raised on the prospect, that 
if this check writer just saves one 
check that they may write, then the 
machine will have paid for itself. 
Because of the large number of 
models handled, such as the electri- 
cally-operated keyboard type and the 
smaller hand lever models, every 
customer can find a check writer to 
suit his purpose and budget. 

Cash registers of the calculating 
tape type are also a good sales item 
to service station operators. Mr. 
Peters shows the service station op- 
erators how these register-calculators 
can break down his total average 
daily sales so that he knows his 
sources of income. With this know- 
ledge, he can run a better and more 
efficient business operation. Mr. 
Peters explains to the operators how 
simply these cash registers are han- 
dled. The prospect is shown how 
each sale can be listed on the cash 
register at the time of the sale. At 
the end of the day, the tape can be 
broken down on a ledger sheet to 
show him the source of his income. 

“Many of my customers have said 
that they never knew the exact break- 
down of their daily sales and, there- 
fore, didn’t know if they were run- 
ning certain phases of their business 
profitably,” explains Mr. Peters. ‘‘Af- 
ter we have installed our cash regis- 
ter and have shown them how simple 
it is for them to keep a record of 
the various sales classifications of 
the operation, they have found 
where they have dropped incomes 
or profits on certain services or sales 
items. The use of this cash register 
has helped them in operating a more 
secure business. As a result, many of 
our customers have recommended us 
to friends of theirs who have also 
purchased cash registers from us, 
and often later other equipment that 
we handle.” 

To make it easy for small business- 
men to purchase this equipment, he 
promotes lease sales when customers 
cannot make outright purchases. On 
a lease sale, the customer makes a 
certain down payment and stipulates 
a certain amount that he will pay 








RAIN or 
SHINE... 






prerer Ed-U-Cards 
Always ee 
Something & 

NEW 


Children’s 
Educational Games 25c 


Ed-U-Cards Mfg. Corp. 


13-05 44th Ave., Long Island City 1, N. Y. 
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Fine Leather Desk Sets 
Pads and Accessories 


CATALOGUE NO. 56 
ON REQUEST 


Stationers Specialty Corporation 
19 W. 21st St. New York 10, N. Y. 
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Any money sent to MODERN STATION- 
ER for subscriptions or classified adver- 
tising should be in the form of checks, 
money orders, bank drafts or postal 
notes. 
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periodically. As Mr. Peters handles 
his own lease arrangements, he is 
able to meet the requirements of the 
customer and make a sale. 

As service is considered by him 
as a very essential part of his busi- 
ness, and not necessarily one that may 
bring him profit, he has arranged 
an independent service mechanic 
who uses his shop and facilities. 

All of Mr. Peters’ service work is 
given to this service mechanic who, 
in turn, bills the dealer. He then 
bills his customer without profit to 
himself. As a result, the service 
mechanic gets satisfactory prices for 
his service while the customer gets 
it at the most reasonable price. Mr. 
Peters, as the middle man, does not 
make a profit nor is he interested in 
one. 

“The only time it pays to have 
a permanent service mechanic at 
work,” explains Mr. Peters, “is when 
there is enough work to keep him 
constantly busy. If work is not that 
steady, the chances are that a service 
mechanic will not stay or that the 
dealer will find himself on the short 
end of the stick. The arrangement 
that we have, of permitting a service 
mechanic to operate as an indepen- 
dent individual businessman, permits 
him to work on a full-time basis 


without expecting any compensation 
from us. All the work that we get 
is turned over to him.” The only 
stipulation that the company has 
with this independent service me- 
chanic is that he service all the 
equipment sold — which is usually 
for a ninety-day period. The service- 
man finds that this is very econom- 
ical for him in view of the fact that 
he is using all of the dealer’s facili- 
ties without any charges or overhead. 
As a result, Mr. Peters always has a 
full-time mechanic on hand for cus- 
tomer services. The service mechanic 
is highly pleased that he is an inde- 
pendent businessman making a fav- 
orable income, and the customers are 
exceptionally pleased that they get 
immediate service at the lowest prices 
possible. 

Mr. Peters tells his small busi- 
ness-customers to call him whenever 
they are in need of stationery, office 
equipment, supplies or any other 
items. In an effort to make them 
aware of immediate telephone serv- 
ice, he will call these customers by 
phone periodically to remind them 
of his service. As a result, he is 
doing a sizeable sales volume with 
small businessmen and is building up 
a substantial repeat business from 
them. 








um Order: $4.50. N 





CLASSIFIED ADVERTISEMENTS 


Deadline for classified advertisements is the fifteenth of the 2nd month 
receding the month in which the magazine is issued. RATE 
ames and address are to be included in the count. 
Initials or sets of figures are to be counted as one word. 


S: 20c a word. 











HELP WANTED 


FOR SALE 



























June 30-July 3 — 


National 
Machine Dealers Association, convention 


Office 


and exhibit, Penn-Sheraton Hotel, 
burgh, Pa. 

July 1-2 — NSOEA District 3 Meeting, 
Claridge Hotel, Atlantic City, N. J. 

July 4 — Independence Day. 

July 14-18 — California Lamp, Picture & 
Accessories Show, Biltmore Hotel, Los 
Angeles. 

July 21-24 — Washington Gift Show, 
Hotel Willard, Washington, D. C. 

July 21-24 — New Orleans Gift Show, 
Roosevelt Hotel, New Orleans. 

July 21-26 — 45th California Gift Show, 
Ambassador and Biltmore Hotels, Los 
Angeles. 

August 4 — Friendship Day. 

August 4-15 — Chicago Gift Show, La- 
Salle Hotel and Palmer House, Chicago. 

August 4-7 — “Cotton States’ Gift, 
Jewelry and Stationery Show, Peabody 
Hotel, Memphis, Tenn. 

August 4-7 — Stationery, Gift, Toy, 
China, Glass, Jewelry & Housewares 
Show, Sheraton-Palace, St. Francis and 
Sir Francis Drake Hotels, San Francisco, 

August 11-14 — Stationery, Gift, Toy, 
China, Glass, Jewelry and Housewares 
Show, Plaza and Benson Hotels, Port- 
land, Ore. 

August 14 — V-J Day. 

August 18-21 — Seattle Gift Show, 
Olympic and New Washington Hotels, 
Seattle. 

August 25-30 — New York Gift Show, 
Hotel New Yorker, and N. Y. Trade 
Show Building, New York City. 

August 25-27 — Spokane Gift Show, 
Davenport Hotel, Spokane, Wash. 

August 25-28 — Minneapolis Gift Show, 
Radisson Hotel, Minneapolis. 


Pitts- 





Midwest, Southwest and West Coast man- 
ufacturer’s representatives for well estab- 

ed firm making top ey line of 
Gift and Stationery leather g Backed 
by New York Showroom. Fully protected 
territories. Mention lines now carried and 
length of experience in first letter, Liberal 
commission. Box 146, Modern Stationer 
and Office Equipment Dealer, 405 East 
Superior Street, Duluth 2, Minnesota. tf 





SALESMAN WANTED to call on station- 
ery stores with new, unusual line of 16 
leather items that are particularly styled 
and designed for the stationery field. 
Unusually liberal commission. No. objec- 
tion to Non Conflicting Lines. Most ter- 
ritories open. Write Box 148, Modern 
Stationer and Office Equipment Dealer, 
405 East Superior Street, Duluth 2, Min- 
nesota. 7-57 





SALESMEN WANTED 
NATIONALLY PROMOTED FLIP-IT 
ALBUM FOR DEPT., GIFT, STATION- 
ERY AND CAMERA STORES, NEEDS 
MEN WHO GET OUT AND SELL. CAN 
BE HANDLED AS SIDE LINE. LIBERAL 
COMMISSION. WRITE GIVING BACK- 
GROUND AND TERRITORY DESIRED. 
REGAL & WADE MFG., INC. 220 FIFTH 
AVENUE, NEW YORK, N. Y. 7-57 





50 


For Sale — Harris Offset Press LTG 17 x 
22, serial no. near 900, bought new, used 
very little, excellent condition, ideal for 
mn ge greeting cards, A.C. motor equip- 
ment . Kiernan, 6112-37th Avenue, 
Woodside 7, New York. 7-5 





LINES WANTED 





EXTRA SALES IN CANADA 
Established Canadian distributor located 
in Toronto well connected with depart- 
ment stores, stationery stores, gift shops, 
seeks American lines for Canada. Pre- 
pared to warehouse. Fast growing Canada 
can mean extra sales volume for you. 
Box 147, Modern Stationer and Office 
Equipment Dealer, 405 East ss 
Street, Duluth 2, Minnesota. 7-57 





Ane REPRESENTATIVE WITH 

EN ARS EXPERIENCE in the 
SOUTHWEST open for good lines to go 
into Stationery, Furniture and Office 
Supply Stores. Participates Regional 
Shows. Box 145, odern Stationer and 


Office Equipment Dealer, 405 East Super- 
ior St. 7-57 


luth 2, Minnesota. 











SEEWELL OPTISCOPE 49c¢'%i, 


America’s fastest selling 
pocket magnifier is now 
available with cases in at- 
tractive colors. Newly de- 
signed display cards guaran- 
tee fastest turnovers and 
b-i-g profits. 

Thru Distributors Only 

aay = =! A sameae 





Solic 
TESTRITE INSTRUMENT co., 
135 Monroe St., Newark 5, 











INC. ‘a 
N. J. ; 
















for more details circle 143 on last page : 























KUTTO......... CARTON OPENERS _ 








a ere STRING CUTTERS 











Write for literature and latest prices 











MODERN SPECIALTIES CO. 
4301 W. Ogden Ave., Dept. MS 
Chicago 23, Ill. 




















for more details circle 130 on last 
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ADVERTISED PRODUCTS 


j0l Ace Engraving & Embossing Co. — 
Christmas card book — page 36. 

102 Add Sales Company — self-service fix- 
ture — page 32. 

103 Aigner, G. J., Company — card file 
indexer — page 39. 

104 Alden-Scott Card Co. — greeting cards 
— page 43. 

105 Alvin & Co., Inc. — drawing, drafting 
supplies — page 40. 

106 American Crayon Co., The — paint sets 
— page 35. 

107 Angler's Company — magazine binder 
cover — page 33. 

108 Avery Adhesive Label Corp. — labels — 
page 47. 

109 Baver-lee and Co.—glosses case—page 
43. 

110 Baumgarten, Fred — silk effect napkins 
— page 33. 

11! Blakeslee, C. Scott, & Assoc. — games 
— page 47. 

112 Butler Fixture Co. — store fixtures — 
page 46. 

113 C-Thru Ruler Co. — rulers, triangles, etc. 
— page 31. 

114 Carter's Ink Co., The — colored inks — 
page 4. 

115 Craftint Mfg. Co., The — paint-by-number 
kit — page 9. 

116 Cram, The George F., Co. — globes — 
page 39. 

117 Dearborn Glass Co. — glass tops for 
furniture — page 3. 

18 Ed-U-Cards Mfg. Pains 
games — page 49. 

19 Encores, inc. — inautie cards — page 
42. 


— edecatienal 


120 Ferber Corp. — ball pencils, pens — 3rd 
Cover. 


121 Force, Wm. A., & Co., 
ing machine — page 34 

122 Gibson, C. R., and Co. — memory books 
— page 46. 


Inc. — number- 








123 Higgins Ink Co., Inc. — drawing inks — 
page 33. 

124 Huff Co. — snap-on cord coiler — page 
4, 


125 ial Raat iia 


126 Listo Pencil Corp. — marking pencil — 
page 38. 

127 Luggage & Leather Goods Mfrs. of Amer. 
— show — page 39. 

128 Melind, Lovis, Company — rubber bands 
— page 47. 

129 Melind, Lovis, Company — slamp pads — 
page 37. 

130 Modern Specialties Co. — carton openers, 
string cutters — page 50. 

131 Montag Bros., Inc. — boxed stationery 
— pages 6 & 7. 





132 Morris, Bert M., Co. — desk accessories 
— page 48. 

133 North American Van Lines, inc. — ship- 
ping service — page 30. 

134 Paper Art Co., inc. — new catalog — 
page 40. 

135 Pike, E. W. & Co., Inc. — moistener — 
page 45. 

136 Protectall Safe Corp. — money safe — 
page 45. 

137 Rippl-Tie Products — gift ribbon curler 
— page 35. 

138 Roberts, Weldon, Rubber Co. — erasers 
— poge 43. 

139 Rowles, E. W. A., Co. — school class- 
room equipment — page 42. 


(Continued on other side) 
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MODERN STATIONER Nome POSHHOR enn 

Tell-Me-More Dept. Business Name 

Please print or Street 

type information City State Zone 
New Products: 1 2 3 a 5 6 7 8 9 10 
"1 12 13 14 15 16 17 18 19 20 21 22 
23 24 
Yours for the asking: A B Cc 
Advertised Products: 101 102 103 104 105 106 107 108 
109 110 WI 112 113 114 115 116 117 118 
119 120 121 122 123 124 125 126 127 128 
129 130 131 132 133 134 135 136 137 138 
139 140 141 142 143 144 145 146 147 148 
149 150 151 152 153 154 155 
Note: Inquiries for items not serviced beyond October 15, 1957. 

77 

MODERN STATIONER Nome Position 

TeH-Me-More Dep. Business Name 

Please print or Street 

type information City State Senne eS 
New Products: 1 2 3 a 5 6 7 8 9 10 
1 12 13 14 15 16 17 18 19 20 21 22 
23 24 


Yours for the asking: 
Advertised Products: 101 


109 
19 
129 
139 
149 


110 
120 
130 
140 
150 


WW 
121 
131 
141 
151 


102 
112 
122 
132 
142 
152 


103 
113 
123 
133 
143 
153 


114 
124 
134 
144 
154 


Note: Inquiries for items not serviced beyond October 15, 1957. 


105 
115 
125 
135 
145 
155. 


116 
126 
136 
146 


117 
127 
137 
147 


108 
118 
128 
138 
148 





ADVERTISED PRODUCTS 


(Continued from other side) 
140 Seneca Novelty Co., Inc. — rulers — 
page 28. 








141 Stationers Specialty Corp. — leather desk 
sets — page 49. 
142 Stein Bros. Mfg. Co. — brief cases — 


4th cover. 

143 Testrite Instrument Co., inc. — magnifier 
— page 50. 

144 Turner & Porter, Inc. — Christmas cards 
— page 31. 

145 Van Valkenburg, 1. D., — clips — 
page 36. 

146 World Publishing Co. — dictionary — 


2nd cover. 








TELL-ME-MORE DEPT. 


MODERN STATIONER 


405 EAST SUPERIOR STREET 
DULUTH 2, MINNESOTA 





BUSINESS REPLY ENVELOPE 


FIRST CLASS PERMIT NO. 665. SEC. 34.9. P.L.Q@R., DULUTH, MINN. 


147 Write, inc. — carbons, ribbons — page 
34. 


148 Hano, Philip — Carbon Sets — page 41. 

149 Hano, Philip — registers and forms — 
page 44. 

150 Esterbrook Pen Co. — fountain pens — 
pages 24 & 25. 


151 Venus Pen & Pencil Corp. — page 27. 
152 Micropoint, Inc. — page 41. 

153 C. Howard Hunt Co. — page 32. 

154 All Rite Pen, inc. — page 10. 
155 C. Howard Hunt — page 32. 


NEW PRODUCTS 


1 Fall Stationery — Apple Chintz with a 
rosy apple design on “chintz" envelope 
linings. 



























TELL-ME-MORE DEPT. 


MODERN STATIONER 


405 EAST SUPERIOR STREET 
DULUTH 2,’ MINNESOTA 


FIRST CLASS PERMIT NO, 665. SEC. 34.9. P.L.@R., DULUTH, MINN. 


| BUSINESS REPLY ENVELOPE | 


a+eea-e 
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Key Drawer — indexes keys for prope 
control, provides complete security, 

Date Book — for date memoranda oy 
diary entries. 

Pastel Sticks and Pencils — Pertecth, 
matching pastel sticks and 

Foam Rubber Stamp Pad -— superior 

felt pads, yet less expensive. , 
Water Color Kit — eight semi-mois, 
a of assorted colors in met 
Playing Cards — “Moonflower” new cay 
design. 

Nylon Ribbons — blend of absorbent 

fibers with # 
New Cellophane Tape — Different od. 


Bank Proof Machine — automatically 
handles processing of checks, => 
Chair Line — modern styling in ¢ 


Magnetic Tape Case — versatile. al 
houses and protects the tapes, transport 
easily. Le 


+65 













LAST CALL FOR #5 
SILVER JACKPOT DEAL! 


Only a short time left to order your “Silver Jackpot” 
deals . . . and profit even before you begin to sell! Get 50¢ 
cash bonus for placing 4-dozen Eye-stoppers on immedi- 


¢ A ty x= 
Q5* gous Retr WHA, 


ate display; 25¢ cash bonus for placing 2-dozen cards on 
immediate display. Last call! Only a short time left for 
you to cash in on Ferber’s Extra-Profit Deal! 


Nationally Advertised in 


SURE TO CHALK UP BIG 


BACK-T0-SCHOOL PROFITS! 
2 


gt 8 ee ee - 
pencilette 


Contains Flowing Pencil Lead 





u-eriter 


America’s Fastest-selling 


25¢ Pen* 


ER FROM YOUR DISTRIBUTOR TODAY! DISTRIBUTORS NOTE: Factory orders must be post-marked on or 


*Suggested Retail 


before July 10, 1957. 
Ferber Corporation, Englewood, New Jersey. 


- = = for more details circle 120 on page 51 





‘yolide FLOOR DISPLay UNITS 


PHONE 8-02!3 HINKLES BOOK STORE P © BOX 2100 ACT 
Nationery, Office Furniture, Supplies VAL LY 


aes TRADE STREET 
WINSTON-SALEM, N.C. 
August 25, 1956 , 
: 


Stein Brothers Mfg. Company SAL ES I 


1401 W. Jackson Blvd. 
Chicago 7, Ill. 





Sell 2 Cases for every } 


Gentlemen: —$ a “a 


Stock and display TUFIDE 


All too often we neglect to express appreciation for help from 
our Manufacturers who seek ways and means for us to increase ls a e 
our sales of their products. ase of good 
, ' salesmanship! 
We do not want this to happen and are taking this opportunity P: 
to thank you for encouraging us to put into use your self 
service floor display. For the record let us say that in 
addition to improving the looks of our store it helped us 
double our sales of brief cases in its first year of use. 


wt eS een, Ga. Base 


Again please accept our appreciation for your helping us to 
sell more merchandise. 


Yours truly, 


fit Wade 


HINKLE'S BOOK STORE 





re 


bud 
wufide 
L00KS 
Like L 
FEELS Cather... 


Like Leather 


OUTWEARS 


Leather 5 to ; 


U 
"Conditionally Guaranteeg 


S YEARS 


Ts. 
OOM 40 Sin 
ugust 7. At the 


ce 19g e 
N NATIONAL LuGGaeeen alvd.. Chicago 7, 11 
ew York Trade Show senate” ies +. 


- = for more details Circle 142 on 





